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The Trend of Mortality 


By PERcy 


President, American 


HERE are few subjects that excite popular in- 
terest more readily than the span of human 
life. The least significant table printed 1 
life insurance rate books is the “Expecta- 
tion of Life,” yet the layman who examines 





one of these manuals will always stop at 
that page and read the tabulated “expecta- 
tion” at his own age. This very natural and human interes: 
in the remaining period of vital existence is responsible for the 
success of propaganda based on statements of alleged statistica! 
results which are often absurd exaggerations. I have some- 
where seen a statement made with the appearance of an estab- 
lished fact that in consequence of some social activity or other 
the span of life has within a very short period been increasec! 
twelve years. It is not at all uncommon to read statements, 
based on an increase in the average after lifetime at birth, made 
if the increase applied at the average age. 

Between the popular interest in vital statistics and the special 
interest of biometricians there are many other interests. The 
trend of mortality in the general population should be of particu- 
larinterest to life insurance actuaries from its bearing on the cost 
of insurance. The “Record” of the American Institute and the 
“Transactions” of the Actuarial Society contain studies of the 
trend of interest rates which, if not particularly conclusive, 
are at least most ‘interesting. What I have to say is in no 
sense a study of future mortality rates but merely a suggestion 
that the subject is quite as important and worthy of study as 
the trend of interest rates. Such studies might at least serve 
(0 correct erroneous popular notions of what is happening to 
the span of life in consequence of the various forces of work. 

Probably the actuary of any company who has placed on his 


gaivtdress hefore the annual meeting of the American Institute of Actuaries, La 
Salle Hotel, Chicago, June 11, 1925, 


H. Evans 


Institute of Actuaries 


desk a digest of the results of successive mortality investiga- 
tions covering a long period of time will find reason for being 
impressed by the change in the mortality rates. The follow- 
ing is a digest such as I have in mind, covering a number of 
successive issue groups: 


Medico-Actuarial Table American Men Table 








Ist After Aggre- Ist After Aggre- Exposed dur- 








Issues 5 yrs. 5yrs. gate 5 yrs. 5yrs. gate ing Ist policy 
yr. 

1885-1890... 95.7 97.7 97.4 $202,544,600 
1891-1895... 86.4 96.0 94.1 236,709,500 
1896-1900:.. 73.2 91.2 86.6 288,665,000 
1901-1905... 76.3 80.9 79.0 84.2 76.4 79.2 389,019,000 
1906-1910... 68.0 78.0 70.9 75.3 74.3 74.9 562,830,400 
1885-1905... 80.5 92.3 89.3 89.0 87.3 87.7 1,116,938,100 
1885-1910... 76.3 91.4 86.5 84.3 86.5 85.8 — 1,679,768,500 
1906-1915... 78.0 79.5 78.8 1,161,495,400 
1906-1915... Excluding ‘‘Flu’’ and 

War losses 71.8 68.0 69.8 


It is scarcely necessary to mention the fact that life insur- 
ance experience can give no exact value of forces operating on 
population vitality, not only because the lives are selected but 
because the selection has been more or less different at different 
times. A medically selected group does not cease to be select at 
the end of five or any other number of years. However, the 
exclusion of the early policy years does minimize the effects 
of selection and uncovers to some extent the effect, if any, of 
improvements in medical, sanitary and hygienic science, or 
rather the popular knowledge and employment of such im- 
provements in everyday life. 

The following tabulation shows for three large groups the 
mortality experience by attained ages after the fifth policy year 
by the American Men (ultimate) table: 


(Continued on page 35) 
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Advertising from the Viewpoint of a Casualty Compan 
Executive | 


By F. HicHLtanps BuRNs 
President, Maryland Casualty Company 


FRIEND of mine in the advertising business told me, 
in his opinion, the greatest salesman in all history was 
Moses, his reason for believing this being that for forty 

years Moses kept the Children of Israel interested in the Prom- 
ised Land—a place not one of them had ever seen. There were 
many influences working against him, trying to convince the 
people that Moses was a humbug, and several times succeeded 
in doing so;. but each time Moses by his personality, evident 
sincerity and persuasiveness brought them back to his project, 
and finally made good. 

As advertising is one of the branches of salesmanship, if you 
agree that Moses was the greatest salesman in history, then you 
can, with due respect to those attending this convention, agree 
that he was the greatest advertising man in history. 

Advertising methods have greatly changed since that time 
and are constantly changing at the present time. The adver- 
tising business is becoming one of specialists, just as many other 
businesses. There are specialists in general magazine adver- 
tising, trade magazine advertising, billboard, newspaper, cir- 
culars, mail, etc. You gentlemen have to cover all these phases. 

Casualty insurance has made wonderful strides in business 
velume in the past quarter of a century. In 1898 when I en- 
tered the insurance field, there were but nine prominent multiple 
line casualty companies, five surety, four plate glass, one boiler 
and six accident and health companies—a total of twenty-five. 
These companies wrote in 1898 total premiums amounting to 
$11,250,000. In 1924 there were about seventy standard stock 
companies writing these and other lines since developed, their 
premiums amounting to over five hundred million dollars, This 
is exclusive of the business written by State funds, mutuals 
and reciprocals. 

This remarkable growth has been made with comparatively 
little general advertising. The agents have done exceedingly 
well in producing this volume of business. Because of this, 
there is a feeling among some of the companies, and also 
among many of the agents, that advertising is not necessary. 
But the growth would have been greater, in my opinion, with 
advertising. Even if the growth had been no greater, the feel- 
ing of the public towards the casualty and surety business 
would have been friendlier. 

Conditions and sentiment are changing. The fact that the 
Insurance Advertising Conference is organized, functioning 
and growing and has twenty-nine casualty companies repre- 
sented in its membership, through advertising managers, is 
proof of a changing attitude. 

It is only in recent years that the casualty companies have 
had men in charge of advertising. Prior to that, publicity and 
insurance journal advertising were given but little attention. 

During the great expansion period referred to the companies 





From an address before the Insurance Advertising Conference, Briarcliff Lodge 
N, Y.. June 10, 1925. . ge, 


—— 


were doing some advertising, although in a limited way, op. 
fined chiefly to cold financial statements in the press, circulars 
blotters, novelties and calendars. No doubt this advertising 
matter played an important part in the growth. Circulars an 
pamphlets have shown a great improvement in physical a 
pearance, more attention being given to typography and art, 4 
comparison with circulars issued ten or fifteen years ago wit, 
those issued by the companies at the present time shows a &. 
cided advance. 

There is one problem in connection with advertising from; 
casualty insurance standpoint which does not, in My opinion, 
prevail in the large majority of businesses; that is, the fay 
that casualty insurance is sold; not bought. People do ny 
come into an agent’s office to buy insurance as they go in othe 
places to buy the necessities of life. You buy tooth-paste, ar. 
tomobiles, linoleum; in fact, about everything except insurance 
When you want to buy one of the other commodities you » 
to the store where such things are sold; and whether you knoy 
it or not you are influenced in what you buy by the advertise 
ments you have read, especially if you have not been entirely sg. 
isfied with what you have been using before. But how manyoi 
you bought your first policy of any kind of insurance witho 
being solicited to do so? And who sold it to you? The con- 
pany? No; your friend, who is an insurance agent and whos 
interested in some particular company. Even if you wer 
very much out of the ordinary and all companies did not lock 
alike to you, and you desired some special company which the 
agent did not represent, what was the result? Why, you took 
the policy in his company. 

While advertising, without question, stimulates sales, insur 
ance advertising without personal solicitation is a waste 0 
money; and you gentlemen should not become so wrapped 
in the printed word iu advertising as te overlook the fact thet 
to make your advertising effective you must urge the agent t 
even greater efforts in personal solicitation. If any of yo 
can devise an advertisement which, lying on a man’s des, 
will sell a policy in competition with an insurance solicitor 0 
the ground full of arguments—some fair, some unfair—ther 
your fortune is made. 

We have many examples of the help received by our agent 
from advertising. I was tolda few weeks ago that the agents 0! 
one of the casualty companies which is doing a large amount ¢i 
advertising were tying up with the company’s advertising bi 
their own local advertising and that the local advertising bi 
the agent was the last push which put the deal over. 

It is necessary for the agents to realize that no matter hov 
extensive a campaign the company may undertake it is esse 
tial for them to do their part locally. And this should be ot 
of the most important duties of you gentlemen—to be able tt 
put it to the agent in such a way that he will see the truth 0! 

(Continued on page 26) 
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ADVERTISING THE INSURANCE 
BUSINESS 

F two persons, experienced in adver- 

tising or otherwise, could be found 
who hold views on the subject of adver- 
tising at all compatible with each other, 
one would practically be forced to the 
conclusion that there was something the 
matter with them. The topic lends itself 
toa variety of opinions and as a result 
there is no lack of them. Even the best 
and most experienced advertising men 
differ widely in their methods. There 
are many, many ways of appealing to 
the public and some are reached by one 
and some by another. There are almost 
as many media and likewise some are 
reached by one and some by another. 
Always the moot question is how and 
where to reach the greatest possible num- 
ber of persons, preferably persons who 
are likely to buy the commodity adver- 
tised. 

An insurance policy, viewed from an 
advertising standpoint, has one essential 
and well recognized difference from other 
things that are vended, in that it has to 
be sold, personally—it is rarely, if ever, 
bought. For that reason the advertising 
problems connected with it are much less 
tasy of solution than those coming up in 
the merchandising of commodities. In- 
surance advertising is limited to two fields, 
in one of which the objective is to aid 
the agent in the sale of insurance, and in 
the other of which the aim is either to 
attract agents to a particular company or 
to supply agents in the field with certain 





valuable information which cannot be as 
well put before them by any other method. 
President Haley Fiske, of the Metro- 
politan Life Insurance Company, in 
‘speaking before the meeting of the In- 
surance Advertising Conference, last 
week, made the point that the agents in 
the field are the real sponsors of insur- 
ance and that their knowledge or lack 
of knowledge must, in the end, account 
for the popularity of insurance, and of 
the particular companies which they indi- 
vidually represent. In the fire group ses- 
sion at the same meeting it was quite 
generally admitted that the cause of fire 
insurance could best be promoted through 
special agents, agents, and thus to the 
general public. We take these positions 
to clearly set forth the maxim that if 
any particular company or any group of 
companies has a message, it should first 
be put before the agents in the field and 
they must be thoroughly imbued with it 
before any move can properly be made to 
get that message before the public. We 
believe this to be a logical and consistent 
idea, suggested by men who are well con- 
versant with the best methods in insur- 
ance advertising. A careful reading of 
the address of F. Highlands Burns, 
president of the Maryland Casualty Com- 
pany, before the conference, which ap- 
pears in full in this issue of THE SprEc- 
TATOR, leads to the same conclusion. 
Agents of insurance companies, 
whether life, fire or casualty, are, in the 
majority, not over-well posted upon in- 
surance service. They consider their task 
to end with the selling of insurance and 
are themselves in many cases not much 
more in sympathy with the insurance com- 
panies and the kind of service they render 
than is the general public. The agents 
who do not fall into such a class are, 
comparatively speaking, limited in num- 
ber. There exists a class of agents who 
are real publicists for the insurance com- 
panies and whose work is highly appre- 
ciated. But all agents ought to be in 
that class. We believe that it should be a 
matter of interest to the companies, indi- 
vidually or #1 toto, to see to it that all 
agents know, and are prepared to spread, 
the story of insurance and the service that 
it renders to the public. Nor should any 
one company limit any program to its 
own agents, for it is to the advantage of 
all companies that all agents be properly 
prepared to spread the gospel of insur- 


5 


ance and its service to the public. ° 

If the insurance companies are to win 
favor in the public eye they must render 
service. Furthermore, they must see to 
it that their agents render service; and, 
finally, they must see to it that the pub- 
lic is made to appreciate what service is 
being rendered. One of the most impor- 
tant of several means of accomplishing 
these objectives is through the medium 
of company agents. The one best way to 
get at them as a class is through the jour- 
nals which serve them, the business 
papers of insurance. 





THIRTY YEARS OF LIFE INSURANCE 
O better evidence could be wanted to 
demonstrate the tremendous growth 
and popularity of life insurance than that 
shown in the table styled“Synopsis of Life 
Insurance for Thirty Years.” In this table, 
presented on page 9, the assets of twen- 
ty-seven of the older life insurance com- 
panies are shown to have increased in 
thirty years from  1,006,259,268 to 
$5,911,384,802, or a gain of over one bil- 
lion dollars about every seven years. 
There are now three companies, each one 
of which has more assets than the com- 
bined twenty-seven had thirty years ago. 
During the thirty years these companies 
received $13,050,842,910 in premiums 
from policyholders, while the interest on 
investments and other income during the 
period brought the total income up to 
practically $17,500,000,000. In the course 
of the three decades $9,673,259,403 was 
paid to policyholders in death losses, en- 
dowments, dividends, and other payments. 
It is thus apparent that the premium in- 
come exceeded policyholders’ payments by 
but $3,377,583,507- 

As noted above, the increased assets, 
or assets accumulated for the policyhold- 
ers’ benefit in these thirty years, amounted 
to $4,905,125,534. From this it will be 
readily seen that the companies, in addi- 
tion to paying all expenses, taxes, etc., 
out of the income from investments, were 
also enabled to add to policyholders’ 
assets over $1,100,000,000 out of this in- 
come. 

Evidence of the beneficence and advan- 
tage, from a policyholder’s standpoint, 
of a life insurance company is the ratio 
showing the percentage of benefits re- 
ceived by the policyholders in proportion 
to their premium payments, which, dur- 


(Concluded on page 9) 
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: INCREASE CONTINUES 

Sales of Life Insurance Nearly a Billion 

in May 

The American people purchased more life 
insurance in the first five months of this year 
than during any previous corresponding period. 
This is shown by data forwarded to-day by 
the Association of Life Insurance Presidents 
to the United States Department of Com- 
merce for publication. 

Such is the record of 45 member companies 
having in force 81 per cent of the total life 
insurance of all United States legal reserve 
companies. The new paid-for business—ex- 
clusive of revivals, increase and dividends 
additions—of these 45 companies amounted to 
$4,324,798,000 during the first five months of 
this year, as against $3,774,831,000 during the 
same period of last year. Thus there is shown 
a gain of $549,967,000, or 14.6 per cent for 
the period. 

A substantial increase over 1924 for each of 
the first five months, as well as for the period, 
is revealed. The increases amounted to $62,- 
573,000, or 9.I per cent, in January; $100,412,- 
000, or 16.5 per cent in February; $75,850,000, 
or 8.4 per cent, in March; $131,284,000, or 16.8 
per cent, in April, and $170,848,000, or 2.1 per 
cent, in May. The month of May reached the 
enormous total of $979,803,000, 

The total for May, as to each class of in- 
surance, exceeded all records for that month; 
likewise, all records for the first five months 
of the year were surpassed. During May, ordi- 
nary amounted to $722,962,000, an increase of 
$122,638,000, or 20.4 per cent over 1924; in- 
dustrial amounted to $217,735,000, an increase 
of $44,106,000, or 25.4 per cent, and group 
amounted to $39,106,000, an increase of $4,- 
104,000, or 11.7 per cent. During the five- 
month period ordinary amounted to $3,139,403,- 
000, an increase of $325,826,000, or 11.6 per 
cent; industrial amounted to $933 342,000, an 
increase of $120,946,000, or 14.9 per cent, and 
group amounted to $252,054,000, an increase of 
$103,195,000, or 69.3 per cent. 


Characteristics of the Successful Agent 


In one of the volumes of the Alexander 
Educational Series, entitled “The Prosperous 
Agent,” and written by William Alexander, 
secretary of the Equitable Life Assurance So- 
ciety, New York, are set forth numerous 
characteristics of the successful life insurance 
solicitor. No life insurance agent, whether a 
veteran or a novice in the business, can afford 
to overlook the inspiration which can be drawn 
from this valuable publication. Among the 
characteristics treated in The Prosperous 
Agent are: Acquaintanceship; adaptability ; 
alertness; ambition; attractive methods; be- 
havior; character; charity; 
clear speech; common sense; confidence; cour- 
age; creative faculty; determination; intelli- 
gence; eagerness; earnestness; economy of re- 
sources, speech, strength and time; education; 
enthusiasm; faith; force; generosity; humor; 
imagination; industry; integrity; 
judgment; loyalty; magnetism; patience; per- 


cheerfulness ; 


diligence: 


reputation; salesmanship; 
tion; tact; thrift and training. 

It will be seen that Mr. Alexander treats 
of the principal features of a man’s character, 
which will enable him to achieve success. The 
Prosperous Agent sells at $1 per copy in 
manila cover, and $1.50 in cloth binding, and 
orders will be promptly filled by The Spectator 
Company. —_— 
Aetna Life Diamond Jubilee 

The three months’ special drive for business 
in celebration of the diamond jubilee of the 
“Etna Life Insurance Company, Hartford, 
resulted in new paid-for business being ob- 
tained in March, April and May, to the amount 
of $191,026,440. This exceeds all 
records in the company’s history. 


severance ; sugges- 


previous 
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Canadian Life Officers Meet 

The Canadian Association of Life Ageney 
Officers recently held its sixth annual teeny 
in the rooms of the London Life Assuran: 
Company, London, Ontario. J. G, Stephensoy 
superintendent of agencies of the London Life 
presided. Officers were elected as folly, 
Chairman, E. J. Harvey, North American Life 
Toronto; honorary secretary-treasurer, | 
Carlisle, Manufacturers Life, Toronto: secre. 
tury-treasurer, J. O. Gallow, Imperial Life 
Toronto; executive committee, C. A. Butler 
Great-West Life, Montreal; C. B. Tweed On. 
tario Equitable Life and Accident, Waterloo: 
J. W. Simpson, Sun Life, Montreal; M, 2 
Parr, Montreal Life, Toronto. The meeting 
was well attended. 
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DON’T DRIFT 


The success of an individual in any line of 
selling depends entirely upon his mental 
attitude toward his chosen field of endeavor 
and his faith in the commodity he has to offer. 


The man who takes up any kind of employ- 
ment “‘just to try it’ or “until he can strike 
something better’? never gets very far, for 
the reason that his mind is never made up. 


Any true, active and determined man can 
see in the life insurance business an ideal 
profession if he looks through the right end 
He must always act honesty, 
think honesty and breathe honesty, for people 
are quick to distinguish between the genuine 
The man with these 
qualities who works with dogged persistence 
plus a pleasant personality will prosper with- 
Thought-drifting, 
fatal to success in our business. 


Insurance Company of America 
Epwarp D. DuFFIELD, President 
Hiome Office, Newark, New Jersey 
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INSTITUTE ACTUARIES 
MEET 





Non-Medical Plan Gets Much 
Attention 


FEAR RESULTS OF COMPETITION 


Percy H. Evans Re-elected Head of Organ- 
ization—John G. Parker Is Vice=- 
President 

Cuicaco, Int., June 15.—Commercial flying, 
the non-medical and the salary deduction plan 
were topics before the annual meeting of the 
American Institute of Actuaries which con- 
yened at the La Salle Hotel, Thursday and 
Friday. At the conclusion of the session the 
following officers were elected: Presideut, 
Percy H. Evans, Northwestern Mutual Life; 
vice-president, John G. Parker, Imperial Life 
of Canada; secretary, R. C. McCankie, Equi- 
table Life of Iowa; treasurer, B. J. Stookey, 
Illinois Life; board of governors, S. E. Alli- 
son, Pan-American; Arthur Coburn, North- 
western Mutual Life; librarian, E. R. Carter, 
National Life of the U. S. A.; editor of the 
Record, E. G. Fassell, Northwestern Mutual 
Life. An attendance of approximately 125 
marked the gathering. 

The cut in mortality rates was the theme of 
an opening discussion by Mr. Evans, who out- 
lined the improvement based upon the census 
reports and the investigations of life insur- 
ance companies. Tuberculosis deaths, he cited, 
had been cut in half in the past twenty-five 
years. 


AVIATION HaAzaArp 

“Aviation Hazard,” by W. F. Poorman, of 
the Farmers National Life, was one of the 
topics. In view of the fact that those engaged 
in this business are subject to certain hazards. 
Mr. Poorman stated that it was the duty of 
the insurance companies to take up the prob- 
lem with reference to furnishing protection. 
Possibilities of commercial aviation he 
dicated by the fact that in the period 1o92t- 
1923, inclusive, some 327,000 flights had been 
made and more than 278,000 passengers car- 
tied. Fatalities in the different classes of fliers 
he. categorized as follows: Itinerant, 1096, 
the average miles flown per fatality being 48,- 
300; war department, 211 fatalities, average 
miles flown being 104,536: navy department, 
27 fatalities, average miles flown, 152,166: 
postoffice department, 40 fatalities, average 
miles flown being 230,333; commercial com- 
panies, 25 fatalities, average miles flown be- 
ing 350,715. There are approximately 600 non- 
descript planes in this country, consisting of 
out of date surplus army supplies and the 
deaths in this group within the three-year 
Period was classified as follows: Eight-four 
due to faulty equipment; fifty-six due to stunt 
flying and eight due to carelessness on the field. 
Due to the lack of available material on the 
subject those participating in aeronautics can 
be divided in but three classes: Occasionals, 
including amateur, sportsmen or ex-army 


in- 





aviators, the fatalities in this group are high, 
one in 48,000 miles; army and navy aviators 
who are constantly experimenting, one in 104,- 
000 and one in 152000 respectively; commer- 
cial flyers and passengers, one in 350,000 miles. 

The subject of “Blood Pressure Its 
Effect on Mortality” was discussed by the fol- 
lowing actuaries: Franklin B. Mead, E. G. 
Fassel, L. A. Anderson. This is the subject 
of an exhaustive study now being made by 


and 


the Actuarial Society of America jointly with 
the Medical Directors Association. The tak- 
ing of blood pressure came into vogue in con- 


nection with the medical examination for life 
insurance some ten years ago. It has grown 
in importance and is thought by some to be 
of equal importance with height and weight 
information on applications for insurance. In 
the beginning only the systolic blood pressure 
was considered, but of late years the diastolic 
blood pressure is also universally required. It 
was brought out by the discussion of this sub- 
ject that statistics show that as the medical 
profession has advanced in its knowledge and 
ability in connection with the taking of blood 
pressure, that lower systolic blood pressure 
readings are obtained. In other words, the 
error of the inexperienced physician results in 
a higher reading rather than a lower reading 
than should actually be the case. 


STATISTICS AND ACTUARIAL DATA 


There was a complete discussion of the 
paper by Dr. H. L. Rietz, of the University of 
Iowa, on certain applications of mathematical 
statistics to actuarial data. Dr. Rietz has done 
a great deal to further the work of. statis- 
ticians. His paper is calculated to prevent 
the drawing of superficial and incorrect con- 
clusions from statistical data. This paper was 
discussed by H. H. Jackson, assistant actuary 
of the National Life Insurance Company of 
Montpelier. Vt. The substance of his remarks 
was as follows: Actuaries in genevil, actuarial 
students in particular, are indebted to Prof. 
Rietz for the illuminating exposition of this 
paper, which, by the way, is to be regarded as 
carrying forward his earlier applications of 
modern statistical methods to actuarial prob- 
He brought out the importance of the 
methods of 


lems. 
use of so-called 


, 


“common-sense 
analysis” as well as theoretical 
analysis in drawing deductions from statistics. 
One without the other has often led to incor- 
rect deductions. 

Actuary of the Indianapolis Life Insurance 
Company, Elder A. Porter, in discussing this 
subject brought out the fact that in the future 
it will probably be more and more necessary 
to substitute small volumes of homogeneous 
statistics for large statistics in 
seeking for information as to the mortality 
and other important factors in connection with 
life insurance. As an example, he called at- 
tention to the recent Swedish mortality in- 
vestigation, which was based on deaths actu- 
ally recorded in place of both recorded deaths 
and the tremendous volume of exposures re- 
sulting in death. 


methods of 


volumes of 


interesting discussion of a 
paper presented by F. S. Withington, actuary, 
Midland Life Insurance Company, Kansas 
City, Mo., on the subject “A study of the effect 
of using standard reserves and _ surrender 
values for substandard policies.’ In discuss- 
ing this paper Franklin B.. Mead, actuary, Lin- 
coln National Life Insurance Company, Fort 
Wayne, said as follows: 


There was an 


There are three principal methods of han- 
dling substandard business, rating up in age 
with values based on the increased age, the 
extra premium method with standard reserves, 
and the multiple table method. Rating up in 
age results in reserves and values that are too 
high, so high as to be burdensome for the 
small company. It is the least desirable of all. 
The extra premium method with standard re- 
serves has much to commend it, particularly its 
simplicity—and the fact that the reserves are 
ample, particularly if a contingency reserve is 
maintained. The multiple table method is prob- 
ably the most scientific of all, as the rates and 
values are in complete harmony with the almost 
universal method of selection by percentage 
tables. Mr. Cammack’s method, which is a 
combination of the extra premium and rated 
in age methods, is admirable from almost every 
angle. It is a close approximation to the 
multiple table method and is much more easily 
applied. While it is true that according to his 
method, as well as the standard reserve 
method, the period of extended insurance is 
too long, that is scarcely a practical con- 
sideration if the policies contain the auto- 
matic premium loan provision. The general 
consensus of opinion is in favor of a reduc- 
tion rather than an increase in the surrender 
values of substandard policies. 


Non-Mepicat Lire INSURANCE 


There was a very interesting discussion of 
non-medical life insurance. J. F. Little, 
associate actuary, Prudential Insurance Com- 
pany, expressed the opinion that it was not 
necessary to separate throughout the depart- 
ments of the company non-medical from the 
regular business because of the additional cost. 
He further expressed the opinion that if the 
extra mortality resulting from the non-medical 
method of selection was not fully compensated 
for by the savings in medical fees, the busi- 
ness should be discontinued. 

Elder A. Porter, in discussing the subject, 
expressed the fear that non-medical business 
would result in the reduction of the average 
policy. 

J. R. Larus, assistant actuary, Phoenix 
Mutual Life Insurance Company, gave an in- 
teresting account of the business as being con- 
He brought out the 
point that it was very desirable for a com- 
pany entering the non-medical field to make 
its own decision as to the advisability of enter- 
ing the field before discussing the subject with 
its agents in the field, as the opinions of the 
latter will be greatly influenced by the manner 
in which the question of non-medical insurance 
is presented to them. 

F. R. Jordan, actuary of the Franklin Life 
Insurance Company, reported that his com- 
pany had entered the non-medical field and had 
already noticed the interesting re- 
sults. Six per cent of the non-medical appli- 
cants to date had been medically examined. 


ducted by his company. 


many 
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New York Life Insurance Company 


A purely mutual Life insurance company is strictly a service company. It is not founded 
to make money, although its founders and managers may properly receive compensation 
in proportion to the value of their labors in making the company serve its members and the 
public. The New York Life has been serving its policy-holders and the public for eighty 
years. It has become a very large Company—the third largest life insurance company in 
the world, and the largest life company not doing industrial insurance. A large life company 
is more important than a small company only because it does a greater service, or does it 


better. 
THERE ARE MEASURES OF THE SERVICE 


which a life insurance company does. We propose to set forth in order, from time to time, 
twelve measures of service of the New York Life Insurance Company. 


THE AMOUNT OF DEATH CLAIMS PAID 


is the first and greatest measure of the service done by a life insurance company. If men 
did not die prematurely—before they expect to and before the work they set out to do is 
done,—there would be no field for life insurance. A life insurance company does many other 
beneficent things—by-products, so to speak—but the payment of death claims is the greatest 
single service a life company renders to the community, and the amount of such claims is 


THE FIRST MEASURE OF ITS SERVICE 
'The amount of Death Claims paid by the New York Life in 1924, was 


$38,021,347.02 


@ The ages at which these insured persons died, and the amounts insured at the different 
ages, were as follows: 





ern 








Age at Death Lives Insurance 
30 Years of age and under.................. 924 $2,292,434.67 
Between 30 and 40 years.................... 1,536 4,935,079.56 
Between 40 and 50 years................... 2,358 9,841,418.23 
Between 50 and 60 years.................... 2,843 11,223,884.43 
OO 3,120 9,728,530.13 
10,781  $38,021,347.02 


Included in above are 1,074 women insured for $1,893,941.21 


Heart disease, cancers and tumors, and accidents were the causes of over-one-third of 
the total number of deaths. 

During 1924 the Company declined 22,000 applicants who applied for over 79 millions 
of insurance. They delayed insuring until they were uninsurable. 

A life insurance policy paid at death does one or more of these three things: 

1. It provides an estate if the insured has none and increases it if he has one. 
the home and educates the children. 

2. It provides capital to keep a business going. 

3. It provides ready money needed for the Federal Estate Tax, the State Inheritance 
Tax, and the cost of administering the estate, and so prevents the forced sale of securities. 


Amount paid by the NEW YORK LIFE in DEATH CLAIMS in 80 Years over $790,000,000 


It keeps 


Not a Commodity—But a Service 
DARWIN P. KINGSLEY, President 


Thursday 
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MEASURES OF SERVICE 
































June 1 


Sho 
companies, 


NAME 
0 


Aetna, Har 
Berkshire, 

Connecticu 
Connecticu 
Equitable, 

Equitable, 

Guardian, | 
Home, Nev 
Manhattan 
Maryland I 
Massachusé 
Michigan 1 
Mutual Be: 
Mutual Lif 
National Li 
New Engla 
New York | 
Northweste 
Pacific Mut 
Penn Mutu 
Phoenix Mt 
Provident } 
State Mutu 
Travelers, I 
Union Cent 
Union Mutt 
United Stat 


Aget 
t Ra 





Life 


ing the t 
In other 
has recei 
hiseor <2 
period fe 
It wor 
sales arg 
a résumé 
companie 
last thirty 
anteed p: 
policyhol 
have hac 
eleven p 
money w! 
There 
show the 
business 
emphasiz 
tables de 
years pre 
companie 
grown fro 
a trifle o 
more thai 
nual payr 
IQI5 wer 
1923 ove 
force at 
776,000,0¢ 
755,000,0« 
Wrote ove 


























rr 
18, 1925 Ire SPEC. i i 

Thurs day June 1é = . >, § R Lite Insurance 

ao 

== m 

S SIs 3 

is: YNOPSIS OF LIFE INSURANCE FOR THIRTY YEARS 

SS (See article on page 5) 

% (Copyright, 1925, by The Spectator Company, New York) 

ing aggregate of premiums, interest on invest ¢ icy . ° . 
a aggrega Pp est on investments, payments to policyholders, and accumulation of assets in thirty years (1895-1924) of twenty-seven life insurance 
i 
: . y * é Aggregate 
" NAME AND LOCATION Admitted Premium: I ontinig oA ; Assets Accu- 
OF COMPANY Nese Sengtons +A tone Teteh Pewee Amounts Paid Excess of Admitted mulated for Ratio of 
Jan. 1, 1895 Thirty Years etc., for Thirt: ga icc to Policy- Premiums over Assets Policyholders’ _ Benefits to 
’ a etec., se Years eg A Payments to Jan 1, 1925 Benefit in Policyholders 
$ $ 7 1irty Years Policyholders Thirty Years t 
ee eee 41,770,215 446,123,605 925 = , F $ % 
ara bg i 6'430,146 80.953°148 Bye $90,048,609 321,465,316 124,658,289 245,556,619 203,786,404 117.8 
Gonnecticut General, Hartford. | 2:652,727 101,292,853 24078808 «125306656 dd’Sadone «= bafoawfang «= «354855000 0.00575 
d Connecticut Mutual, Hartford. . . 62,220,086 _ 227,223,607 110;736,376 _ 387°960.073_223'001's56 © eraeT'sal © ne'zas'ese §©— Seasons 123.2 
stable, New Work. .... 0.000. 183,138,559 1,915,418,043 565 2 saa’ aaa’ pnd t9 1221,8 9,224 ,6: 56,995,048 123.2 

n Havitable, Des Moines. ......... 110101 "95050762 “saeeouel ‘“isoaioses "arageers “Benaetoe 7abeiLese 6Saaaraa 
Guardian, New York... ........ 20:037 685 163,045,011 61871640 924'916" 34: 38,465,511 57 485,251 58,964,747 57,862,856 100.4 

e + ong eg ee 8,570,839 17,797 596 38°650683  156°44 ee. 126,291,570 36,753,441 48,464,593 28,426,908 94.9 

: Manhattan, New York.......... 13,701,318  62,604'701 -20'926'575 a ezi'zre | Sea dB:40S = 35,779,188 = 51,457,218 = 42,886,379 §=—_108.0 
et és, totam. 1'712'329 mettyhe yore te eaarate 61,295,091 1,399,610 19,201,065 5,499,747 106.5 

y Massachusetts Mut., Springfield.. 15,653,366 353,247,023 «115'089'148468°390°471, 208" Sogo leans 4,901,810 3,189,481 = 113.5 

n Michigan Mutual, Detroit....... 4,905,834 49,082,879 16,991,607 uae “Stine <hnae “eee | “itolee oe 
Mutual Benefit, Newark........ 55,687,872 715.956 .220 249'181°550 one aia rie 34,531,477 14,551.402 19,180,877 14,275,043 99.4 

y Mutual Life, New York......... 202,289,423 1,013,455'801 750°373°094_2.642'SoS'OsS Lact ee aes 221,069,026 = 388,872,505 333,184,633 bh ge 
snl pag» re a Te ae ee Penareey  72642,828,985 1,681,153,908 232,301,803 714,063,793 511,774,370 114.7 

t New England, Boston........... 24°165°418 286 '607°576 ae aan aae aut 224 146,546,81 1 61,906,763 94,147,173 83,110,876 110.2 
New York Life, New York... 162,011,771 2,667°950'377  862'830°B18 3.550 Tay oae eee eee ene = 100,370,630 153,956,139 129,790,721 110.3 
Northwestern Mutual, Milwaukee 73'324'694 1'277'933'363 gon ang58 3,530,781,095 1,988,162,497 679,788,080 1,055,896,210 893,884,439 108.0 
Pacific Mutual, Los Angeles..... 2,813,858 158,478,650 44'696 447 ae ttae 920,310,284 357,623,079 632,002,040 558,677,346 115.8 
Penn Mutual, Philadelphia. .... . 24,800,850  607/336-212  198°890'296 BUG’ aon ang | deepOa23 «= 80,222,227 = 91,998,853 89,184,995 = 105.6 
Pheesix Mutnal, Hartford... 10-390474  154'Oae'sas 2p sag'se6 806,226,438 409,801,658 197,534,554 290,961,225 266,160,375 111.3 

Provident Mutual, Phila... ... |. 27,049,119 321,453,504 «115°781'843 437°agesey 4 40G7725.020 45,143,878 = 82,347,321 = 72,116,847 = 117.4 

*) State Mutual, Worcester... ..... 9,893,072 179,278,722 50°511°058°  Dae’saaee) —-730:976.311 91,877,193 158,952,173 131,903,054 13.4 
Travelers, Hartford............. 14,878,453  436,826'327 129'S4e'gen et aR 780 =—«119, 998,204 59,280,518 91,491,785 81,598,713 112.4 
Union Central, Cincinnati....... 12,522,069 397,284,643 151'371.555 aa 168,961 180,058,792 256,767,535 329,096,081 314,217,628 113.2 
Union Mutual, Portland........ 6.583.252 62'370'259 20'434°488 548,656,198 258,378,714 138,905,929 205,954,403 193,432,334 113.7 
United States, New Vork........ 7'068,151 39°508'078 pry aus 50,484,214 11,886,045 19,431,390 12,848,138 101.6 

‘ sii a dicen ee lamaae ale 31,233,950 8,274,128 6,500,568 —567,583 77.6 
Aggregates (27 Cos.)...... 1,006.259,268 — 13,050,842,910 4,488,213.659 7 ae SS EP stppeatanesitas: Gis 

1 Fe, 1485,215,60 17,498,756,569  9,673,259,403 3,377 583,507 5.911,384,802 4,905.125.534 111.7 
f Ratio given is the aggregate amounts paid to policyholders plus assets acc . 

5 ene 3 S plus assets accumulated for policyholders’ benefit to premiums received in thirty years. 

r Life Insuran i a rr oe . 

ce for Thirty Years ance. while j ; 

t seam ) ance, while in 1915 this amount was about TO CARRY $6,500,000 

ontinueda from page 35) sti 
. page 3) $3,600,000,000. Perez F. Huff Places $3,750,000 Additional 
ing the thirty years, was I11.7 per cent. on the Life of William Fox 
In other words, the average policyholder —- oe, 1915-1924 Perez F. Huff, general agent in New York 
: fs ‘ Pi : = remium ‘otal Paid Te re, eee re ee 
has received $111.70 in direct cash bene- joa" eoReceints go, income | Policyholders city for = wi pice i oe has 
. ; : Won “ataanieeas $2,698,127,003 $1,202,804,382 just completed the writing of additional insur- 
fits or asset accumlations in the total > ripreyey te pyle fest Leryn os yee ot Wall be nee ; 
| ae 686,261,072  2,149,186,346 5,7 "3 z +O? " P 
period for each $100 of premiums paid 1921...) 15537/280119 1931 417 024 330007 toe penal sae sciences: episieiy pe 
S paid. 1920... 1,384,938,970 1,764,212'582  744'649'245 «ture magnate, tor $3,750,000, thus making his 
a x Y i 1,207 ,134,38¢ me 8 729° 4227 . . e a ra : 

t It would seem that a more forceful 1918... “"904'266;011 1324386741 Fto'zor’esg —tOtal: insurance in force $6,500,000, of which 
sales eerie c . 1917.... 928,840,629 1,249:491,387 _590.183/2. —_— : : a 
sales argument could not be pictured than 1916. ne 847°983.760 1.117 potted reg rien J $5,000,000 is payable to the Fox Film Corpora 

, , - . 9 5 ae 72 b ‘ € 4 > « > 2 be aoe 2 ac 7 4 = . . o aa $c . = 
aresume of the results achieved by these tee ee a. a spa iia tonne: 
nani Ae : . a Increase mediate family. This additional insurance 
companies for their policyholders in the in 10 ill make Mr. Fox the 1 holder of i 
last thirty years; for i Idi : _years $1,369,724,119 $1,713,089,641  $693,349,249 9 Wt Make A'r. Box oe ee ee ee 

: 7 F Pee) ss in sores to guar- Year Adame Sarpien surance in the motion picture industry. 

anteed protection for their beneficiaries, 1 oe -$10,499,040,207 $1,144,972,190 Twenty-five years ago, when Mr. Huff was 
re Pa , ; 10S SERRE RE eR FA 9,454,620,79: 27 ; : 

policyholders have received in cash or  1922....0.0.000. 3652°318490 "9sd704941  DUt a young insurance salesman and Mr. Fox 

: C2. NS rete 7'936 496 84: 806521968 d onto ; Fox his 
have had accumulated for them over  1920....2222222220 soe sor sig §—--ab1021,968 — was twenty-one, the former wrote Mr. Fox his 

RON cre one 3,790,582.415 729.431.619 fi ins e icy for i 
eleven per cent more than the actual > ae sapeenabieni pyrernpte Le petit first insurance policy for $3000. Since that 
' eee Seat NORM ya cot ee 5'940.622780 _749'571'383 ~+«+time he has endeavored, very successfully, to 
money which was paid in by them PONG lai ced wn ccsirencnes 5,536,607 ,483 704,056,881 : f life i 

TI ; ; OR a, aa 5'190/310'353 664 171.704 educate Mr. Fox to the great value of life in- 

| lere are supp ary ee ane as a busines iti 

| ‘ ; PI lement IT) tables which Increase in 10 years..... $5,563,787,504 $488,993,173 hissed both = a business preg and a 
show the growth of the life insurance a ; family protection. During 1916, and subse- 

ae 3 RDINARY INSURANCE P 2 : * ; a ae 

: business in ten years and which further m Amount Written Amount in mee the are — magnate, realizing 

ae ‘ ? ear and Paid For Force the wisdom of Mr. Huff’s words, augmen 
emphasize the increasing demand: These 19%...........:sc.0+:. $10,650,07 1,748 $51,520,763,378 - . — 2 Be ae - 
tables demonstrate that duri | —" iets eee 9'320,890,348 46.696,277.874 his insurance to $1,500,000 for the benefit of 
anles ‘ a ing 5 BO se cans 7,506,249 499 41,404,191,105 . . - : 
cee. : mee care the ten rT a gee I ee 787 343,731 a po na his family. and $1,250,000 for the Fox Film 
years premium receipts of life insurance bi Roig See a wlkacoeroarered 8/489,970,668 35,091,538,279 Corporation 

: ig : ERS 7,010,111,469 29,273,114,680 peas 
0 : : s é ‘ U,1hh 49, 68 a 
companies in the United States have IIB. eee eee eee eee. 3,087,715,219 24,167,111,902 Mr. Huff states that he has not yet com- 
aes ak ‘ : i SA RS 3,840,133,213 21,965,594,232 gee : ; 
grown from an annual income in 1915 of = 1918.--- +... sees eee 3213091791 191868270425  Pleted his insurance campaign for Mr. Fox. 
een : WONG Se sciatic goeeuees 2,621,013,624 18,349,285,339 PR Seabee ney : aoe , 

a trifle over $784,000,000, to something ceenniees ee He has planned for the producer a total cov- 

; . : ‘ ncrease in years..... $8,193,522,812 34,095,262,242 erage of $9,000,000 in the future. This will 
more than $2,100,000,000; while the an- INDUSTRIAL BUSINESS a ies BE ie ok ad f th t 
nual aymen icy are : : Amount Amount sssaaiaharashaia aaa “eck ics ish ar she 
He payments to policyholders, which in Year Written | In Force heavily insured man in the world. The lat- 

° were fen ign ; : Oe Nd ne eins egret 2,908,150,386 11,235,670,314 ; : : : : 

) Were nearly $545,000,000, were im 1923. nies Br 2.615,091,608 10°107 256.433 ter’s attitude is entirely congruous with that of 
+ foe ee . 922 2,268,021,619 8,886,519,07 ce =e a 
= Over $1,202,000,000; insurance in j99). 00 1942's 31'308 3008 119 rae Mr. Huff and he is of the opinion that an even 
5 RO Ascii og eas 315.474.1386 7.189.852.24e biocer coverage co tT he : . 
orce at the end of 191s was over Gta Fe Hee or caer ona bigger coverage for himself will help exemplify 
” eta. 3 : [a 1 hs emia eee eee eree inre ak 3,044,245 5.703,198.03: the w TS ife i ance 0 
7™6000,000, while in 1924 it was $62, [RIB taeee Soeieee emer coe ee ee 
mee . ; RR ARR RRS Ria ante 998,944,930 4,811,041,909 merica. Mr. Hoxs present hile imsurance 
/35,000,000. During 1924 the companies 1915.71. 2212.1 980025 694 aaa : rs oe — <i 
; 2 0 025,65 ,427,469,245 total of $6,500,000 is placed in forty-one dif- 
Ss) f ote over $13,558,000,000 of Se ee ° re 
13,556,000, OT n€w mMSur- Increase in 10 years..... $2,050,000,945 $7,071,999,07g | ferent companies. 
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The time will come when beneficiaries under Lif 
income Policies Will have received monthly payments 
for periods of +0, 50, or even 60 years. This kind of 
insurance has not been in use long enough to quote such | 


B 


examples, but here are cases from the book entitled “‘In- a 


electec 





annua 


come Insurance’, published by the Equitable Society, | tic 

Z ° at the 
where the income has already been paid for more than | «* 
the ot 


twenty years. next 
Kurtz 
Policy 857,559 has thus far yielded an income of $557.40 a year for — 
24 years, or a total of $13,377.60. And the Beneficiary may continue to oo 
receive an income for many years longer. The Insured in this case paid Berna 
only two premiums before his death. spall 
Policy 868,289 has thus far yielded an income of $1,250 a year for 23 
years; or a total of $28,750. The Insured in this case died after paying i“ 
only two premiums of $659.25. ok 
The Beneficiary under Policy 948,636 has been receiving an income of =, 
$1,000 a year for 22 years. Thus far she has received $22,000, and as she — 
is not an old woman she will probably receive much more. This is the re- 
turn for one premium of $605.60, the Insured having died before the second 
premium fell due. ti 
18: 
Under Policy 2,217,858 a widow of 26 is receiving $40 a month. The “ 
total premiums paid by her husband were less than $1,000, but the guar- - 
anteed return to the widow is $9,600. If she should reach 75 years of age src 
the aggregate return will be $24,000. oa 
as 
The Equitable Society is on the outlook for young ” 
men to sell this kind of insurance. , 
THE EQUITABLE LIFE ASSURANCE SOCIETY OF THE UNITED STATES 
393 SEVENTH AVENUE, NEW YORK 
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Pittsburgh, Pa. 
General Agency of a Pennsylvania Company 
Territory unsurpassed and large enough for an 
Contract as good as the best, with exclusive 


Confidential communication invited from those 
with clean records and with ability to handle 
such an agency. Address 


Exclusive, care of THESPECTATOR 








Baltimore Life Underwriters Elect 


BattimoreE, Mp., June 15.—Officers were 
elected and other business transacted at the 
annual meeting of the Baltimore Life Under- 
writers Association last Thursday (June 11) 
at the Southern hotel, Baltimore. Reports in- 
dicated the association to be ina flourishing con- 
dition, the membership larger than ever and 
the outlook bright for a big gain in numbers 
next fall. The following were named: Lewis 
Kurtz of the John Hancock, president; E. H. 
Taylor of Eureka-Maryland, vice-president; 
George Sadtler Robertson, secretary-treasurer ; 
Charles W. Sloan, chairman of executive com- 
mittee. The directors were named as follows: 
Bernard B. Gough, Fred B. Lines, John Frank- 
lin Davies, William H. Stewart and Leonard A. 
Spalding. 


Goes With U. S. Reserve 


W. H. Jones, formerly State manager for 
the Capitol Life Insurance Company, of Den- 
ver, Colo., has resigned to become city man- 
ager for the United States Reserve Insurance 
Corporation, of Kansas City, Mo. 





A Record of Service 


The year 1925 marks the seventy-fourth 
anniversary of the Massachusetts Mutual 
Life Insurance Company. Ever since 
1851 this Company has furnished unex- 
celled life insurance protection at a low 
net cost and has maintained its record of 
unswerving loyalty to its policyholders. 
The years have brought wonderful 
growth and prosperity. To-day, as in the 
past, the whole personnel of the Com- 
pany is imbued with the spirit of service, 
a spirit that permeates the entire activity 
of the organization. 


JOSEPH C. BEHAN 
Superintendent of Agencies 


Massachusetts Mutual Life 
Insurance Company 


Springfield, Massachusetts 
Organized 1851 














WARRANT FOR ARREST OF L. A. CERF 


Life Insurance Methods in New York City 
Developments in the Cerf-Louprette 
Controversy 


Recent events have placed stress upon cer- 
tain features of the life insurance business in 
New York city which are interesting, though 
not new to many readers. Many life insur- 
ance agents and solicitors, instead of represent- 
ing one company solely (and so understood to 
be the agent of that company under contract), 
are accustomed to secure licenses as agents for 
a number of companies, thus virtually becom- 
ing brokers. This is done primarily so that 
they can better accommodate their customers, 
for while such an agent usually gives prefer- 
ence to one particular company, in whose office 
he makes his headquarters, he is guided in the 
selection of a company for a prospect by the 
condition and needs of the particular individ- 
ual. Thus, while such an agent may place a 
very large proportion of his business with his 
preferred company, he maintains he is in posi- 
tion to suit the requirements of his prospect, 
if necessary, by getting his insurance in an- 
other company. 

It was apparently a complication growing 
out of such an understanding on the part of 
some of his agents which led L. A. Cerf, gen- 
eral agent at New York for the Mutual Bene- 
fit Life of Newark, to believe that the group 
of Mutual Benefit agents known as the Life In- 
surance Associates were likely to do more busi- 
ness for another company, that resulted in a 
fistic dispute between Mr. Cerf and Wm. J. 
Louprette, of the group mentioned and the can- 
cellation of the contracts held by these agents. 


It has been asserted that the Mutual Bene- 
fit (or Mr. Cerf, its general agent) contrib- 
uted to the rent paid by the Life Insurance 
Associates after they moved to the Singer 
Building, and subsequently to tor William 
street. According to an insurance agent close 
to Mr. Louprette, this statement resulted from 
a misconception of the nature of this particular 
arrangement existing between Mr. Cerf and 
the Life Insurance Associates, no rental, as 
such, being paid for or to the Associates by 
the Mutual Benefit or Mr. Cerf, the only com- 
pensation involved being commission—perhaps 


called extra commission, instead of rent allow- 
ance. 

It is learned that the authorization of the 
Life Insurance Associates to represent the Mu- 
tual Benefit Life was promptly canceled after 
the controversy referred to. 

Mr. Cerf sailed for Europe on June 9, on the 
Lapland, while under bail of $1000 on a charge 
of simple assault made by William J. Lou- 
prette, and when he did not appear in court 
on Thursday last, his bail was declared for- 
feited, and a bench warrant was issued for his 
arrest. 


Revises Payroll Deduction Rules 

The Minnesota Mutual Life has recently re- 
vised its rules for the writing of payroll de- 
duction business to the following basis: First 
—Minimum of 5 lives totaling $10,000 of is- 
sued and delivered business. Applications for 
term insurance not accepted; no policy issued 
for less than $1000. Second—s5 to 9 lives in- 
clusive require short form medical examina- 
tion. Full examination required for any case 
exceeding $10,000, or where age is over 50. 
Third—For 10 lives or more, non-medical form 
of application is used, full examination re- 
quired only where age is under 15 or over 50; 
if amount applied for exceeds $10,000, or two 
and a half times the average of the non-medical 
group; if amount applied for makes total in- 
surance in Minnesota Mutual in excess of $20,- 
000. The Minnesota Mutual has approximately 
$1,500,000 of payroll business in force since 
the plan was adopted February 1. 





Central Life Shows Gains 

In its eighteenth annual statement, dated De- 
cember 31, 1924, the Central Life of Fort Scott, 
Kan., exhibits admitted assets of $1,713,913, 
with a surplus to policyholders of $142,106, 
after caring for legal reserves amounting to 
$1,533,542 and all other liabilities. The gain in 
assets last year was over $237,000, and after 
adding nearly $200,000 to policy reserve, the 
company shows an increase of about $14,000 in 
surplus. The gain in insurance in force ex- 
ceeded $200,000, and on December 31 last the 
company had policies in force amounting to 
$13,022,315. A large proportion of the assets 
is represented by first mortgages on real es- 
tate, these aggregating $1,063,131. The com- 
pany owns its home office building and other 
real estate valued at over $122,000, and has 
loaned out to its policyholders over $407,000. 
It also owns Liberty bonds valued at over $40,- 
000, and had more than $25,000 cash on hand. 
The officers of this growing company are: 
President, R. S. Tiernan; secretary, D..Sharpe; 
agency manager, J. T. Mayall. 


Writes 568 Applications in One Month 

F. W. Felkel, general agent for South Caro- 
lina of the Continental Life Insurance Com- 
pany of St. Louis, wrote 568 applications for 
life insurance during the month of May. Mr. 
Felkel held the record for a short time last 
October by writing 320 applications in one 
month. 
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What can you offer to the 
owner of a big factory? 


Insurance, or insurance plus? 

Agents of the Hartford Fire Insurance Com- 
pany can solicit the biggest risks with the posi- 
tive assurance that what they have to offer 
is unsurpassed. 

The Hartford Fire Prevention Service when 
properly presented by local agents is inducing 
the owners of large industrial properties to 
place their business where they will get some- 
thing more than insurance. Let us tell you how 
this service makes a Hartford connection in- 


creasingly valuable to live local agents. 


HARTFORD FIRE 
INSURANCE CO. 


Hartford, Conn. 


The Hartford Fire Insurance Company and the 
Hartford Accident and Indemnity Company write 
practically every form of insurance except life 














Assets 





SOUND SOLID AND SUCCESSFUL 


NEW HAMPSHIRE 
FIRE 
INSURANCE Co. 


\MANCHESTER. N. H. J 





PROGRESSIVE ANNUAL STATEMENT 


Cash Capital $ 2.250.000.00 


Liabilities,except Capital-6.2 17,112.36 
SurplustoPolicyholders 5.922.580. 51 


FIFTY-FIFTH 
January I, 1925 


12.139,692.87 


























AUTOMOBILE INSURANCE 


A NEW, COMPLETE, STANDARD TREATISE 


Ideal for Agents, Brokers, Adjusters and Underwriters. 
A Handy Reference Book for all Fields of Automobile 


Covering this unique and ideally arranged book The Eastern 
Underwriter says it is ‘‘Written in his best and cleverest vein 
by one of the country’s leading experts on the subject.” 

This excellent reference and text-book has been written in 
non-technical language, to fill a long-felt need for some standard 
work on automobile insurance—a book that will be of use to 
the man in the field as well as the man in the office. This book 
will save endless correspondence between the agent and the 
home office on matters pertaining to special coverages, policy 
features, how to insure unusual risks, fleet rating, etc. 


DO YOU KNOW THAT 
THERE ARE MORE THAN 20 DIFFERENT KINDS OF 
AUTOMOBILE INSURANCE PROTECTION? 


These and many other matters are carefully explained in 


AUTOMOBILE INSURANCE 


A separate chapter is devoted to SALES METHODS in use 
by successful agents and brokers in various parts of the country. 

A prominent claims man has said: ‘I have read Automobile 
Insurance and it has given me a better understanding of some 
automobile insurance problems: than I was able to gather 
during many years of practical claims experience.” 

It is an ideal book for young people in insurance offices, who 
are anxious to broaden their knowledge of automobile insurance. 


LEND THEM A HELPING HAND! 
Price per copy, $3.75 


THE SPECTATOR COMPANY 


CHICAGO 


By AMBROSE RYDER 


Insurance. 


NEW YORK 














June 


=— 


Firem 


Witl 
ment | 
Newar 
to pur 
Pittsbu 
would 
kee. 7 
panies 
total a 
as now 
year ¢ 
policyh 

The 
capital 
at vari 
Williat 
pany, 

The 
Preside 
busines 
the str¢ 


F 
Des 
Union 
busines: 
years a 
forth ¢ 
activiti¢ 
in Tow 
15 aget 
May 21 
000 and 
Departr 
officers 
Presi 
vice-pre 
tary-tre 
Board 
Elmer ( 
son: A 
A fu 
field. 


Farn 

Des ] 
Mutual 
enter th 
ers. A 
circulati 
weeks, 
ganizati 
organiza 
of the 
Middlet« 
W. A. 
Presiden 
treasures 
Leland © 
son, Te: 
McArtht 
Vernon. 
State In 
is annou 
as purel 
tion to ¢ 
course o 








Ursday 


HL 


os 


Ss Ono As 


Ss =—_— =— 











June 18, 1925 


THE SPECTATOR 





Life Insurance 








BUYS CONCORDIA FIRE 
iremens of Newark Adds Still Another 
Company 
Within a few days after the announcement 
ment by the Firemens Insurance Company, of 

Newark, N. J.. that it had made arrangements 
to purchase control of the Superior Fire, of 
Pittsburgh, announcement was made that it 
would purchase the Concordia Fire of Milwau- 
kee. This purchase brings the number of com- 
panies in the Firemens group up to six, with 
total assets of nearly $42,000,000. The group 
as now constituted had a premium income last 
year of nearly $19,500,000. The surplus to 
policyholders will amount to over $15,000,000. 

The Concordia was organized in 1870 with a 
capital of $500 000, which has been increased 
at various times and now amounts to $1,000,000. 
William E. Wollaeger, president of the com- 
pany, will retain that position. 

The deal adds further to the strength of 
President Neal Bassett in the fire insurance 
business and makes his group unquestionably 
the strongest in the Western Insurance Bureau. 


F 


Farmers Union in Fire Business 

Des Moines, Iowa, June 15.—The Farmers 
Union has been conducting a life insurance 
business on the mutual plan for the past two 
years and now it announces that it will hence- 
forth do a fire insurance business also. Its 
activities will be confined to its membership 
in Towa, numbering about 25,000. On March 
15 agents proceeded to solicit business and by 
May 21 had written policies covering $2,000,- 
000 and upon this showing the State Insurance 
Department issued a permit. The following 
officers have been chosen and installed: 

President, E. E. Kennedy, Grand Junction; 
vice-president, Nichols Naeve, Denison: secre- 
tary-treasurer, W. R. Crouse Des Moines. 
Board of directors: Milo Reno. Agency: 
Elmer Crouthamel, Boone; H. F. Roe, Donald- 
son: A. B. Case, Villisca. 

A full agency force has been placed in the 
field. 


Farmers Mutual Established in Iowa 

Des Mornes, Towa, June 15.—The Farmers 
Mutual Insurance Company is the latest to 
enter the Iowa field for business among farm- 
ers. Applications for policies have been in 
circulation in all parts of the State in recent 
weeks, sponsored by members of farmer or- 
ganizations, except the farmers’ union. The 
organization has been perfected by the election 
of the following officers: President, A. L. 
Middleton, Eagle Grove; first vice-president, 
W. A. Roberts, Prairie City; second vice- 
president, J. E. Wooters, Ames; secretary- 
treasurer, Knute Espe, Des Moines; directors. 
Leland Wooters, Des Moines; Francis John- 
son, Terril: H. A. Rust, Sheffield; William 
McArthur, Mason City: Bert Neal, Mount 
Vernon. Application has been made to the 
State Insurance Department for a charter. It 
is announced that while the organization starts 
as purely an Towa institution it is the inten- 
tion to do business in adjoining States in due 
course of time. 


ADVERTISING ACCOMP= 
LISHMENTS 





Charles Dobbs Speaks Before 
Conference 





LISTS EIGHT IMPORTANT RESULTS 





Editor Sees Trade Press as Barometer of 
Insurance Business 


Charles Dobbs, manager editor of the Insur- 
ance Field, speaking in place of C. I. Hitch- 
cock, president of the company, before the 
meeting of the Insurance Advertising Confer- 
ence held at Briarcliff Lodge last week, listed 
eight results, or conclusions, which have come 
from insurance advertising. They are as fol- 
lows: 


_ I—Insurance advertising has added to the 
influence and importance of its press; made it 
more representative of the business itself. 

2.—It has also shown insurance that it actu- 
ally has something to advertise and so has 
paved the way to the greater and surer deve)- 
opment of a great business. 

3.—It has materially improved the literature 
of the business by the development of ideas. 
The very fact that copy must be prepared regu- 
larly for the general insurance public has had 
its effect upon circulars, house organs, ete. 

j.—It has created business. Every good ad- 
vertisement has been a spur to business devel- 
opment; a spur to some agent somewhere. 
Direct results from insurance advertising must 
ever be intangible where the appeal is to the 
business producer instead of the customer. 

5.—It minimizes competition. Producing 
agents take pride in representing a good ad- 
vertiser. Competing agents are desirous of 
representing companies which advertise. We 
have customers who tell us that they have actu- 
ally “planted” through adertising and in the 
highest grade agencies. This is a phase of the 
subject so interesting and important that it 
would warrant treatment in much greater de- 
tail. 

6.—It has improved office morale, tone and 
progressiveness of the advertiser. There is 
something psychological about advertising 
which has the equivalent in the old saw of 
“putting your best foot forward.” When you 
say a thing, something inside you compels you 
to try to live up to it. 

7—It has stimulated good advertising among 


producing agents. Agency advertising has 
meant a friendlier and more interested local 
press. 


8—It has given the producing agent a bet- 
ter understanding and greater appreciation of 
all insurance and therefore has had a direct 
result in the improvement of public relations, 
so-called. 

“When the invitation to address the Insurance 
Advertising Congress was presented to and ac- 
cepted by Mr. Hitchcock, the topic for dis- 
cussion was suggested also. He could not con- 
ceive, nor can JI, that it could or should in- 
clude advertising in any but business papers 
of insurance. So my remarks have been 
practically confined to that aspect of insur- 
ance advertising as I see it throvgh an edi- 
tor’s eyes. ; 

“Too many times we are prone to confuse 
publicity and propaganda with advertising. 
What I am discussing with you to-day is the 
effect, as I see it, of the paid display—the 
advertisement—on business building. 
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WARNS BROKERS 
Superintendent James A. Beha Issues 
Licenses Withheld on Accounts of 
Lloyds Connection 


James A. Beha, Superintendent of Insurance 
of New York, last week issued licenses to 
about 500 brokers who had been operating on 
sufferance since the first of the year. Their 
licenses had been withheld because of admis- 
sions that they had had connections with 
Lloyds of London, such connections being 
illegal in New York. 

In issuing the licenses Mr. Beha gave warn- 
ing that he will not do so again under simi- 
lar circumstances. Brokers in this State who 
are found to be placing business in Lloyds 
will be penalized at once by a revocation of 
their licenses. He points out that the recent 
amendments in the law have made provision 
for forms of coverage hitherto unavailable and, 
to the best of his belief, renders it unneces- 
sary for brokers to deal with unauthorized in- 
surers. 

Mr. Beha figured on the front page of one 
of the metropolitan dailies recently, in a story 
in which he admitted that he found it virtu- 
ally impossible to curb business with un- 
authorized insurers. 


Insurance Society Officers Entertained 

Charles E. Case, recently elected president 
of the Insurance Society of New York, enter- 
tained his fellow officers at Iuncheon at the 
Downtown Association last week. Walter C. 
Howe, local manager of the Liverpool and 
London and Globe, was elected to the execu- 
tive committee in place of Charles L. Purdin, 
deputy manager of the same company, who 


found it inconvenient to come downtown to 
the meeting. Eighteen new members were 
elected. 


Savannah Fire Changes Hands 
The Savannah Fire, of Savannah, Ga., has 
heen purchased by the Southern Home, of 
Charleston, S. C., and will be continued in 
business by its new owners. D. B. Sewell has 
been elected president, Wm. Murphey, A. J. 
Geer and R. S. Small, vice-presidents, and 

Park Harper, secretary and treasurer. 











That it has the broader effects enumerated 
must make business building easier; more sure. 

“Judicious publicity-advertising tends to save 
and produce more than it costs. Injudicious 
lack of advertising tends to create prejudices 
and troubles reflected in litigation and costly 
consequences. There is too much of a tendency 
to “view with alarm” the tiny percentage cost 
of insurance advertising, while enormous re- 
ducible costs in other directions are, if not 
“pointed to with pride,” at least regarded as 
necessary evils. 

“Tf the development of insurance advertising 
in the last decade has done that and at such 
an infinitesimal cost to volume, I must con- 
clude that it has served a valuable purpose and 
will develop far beyond our present expecta- 
tions.” 
























































They will now be issued to all adjusters sign- 
ing the code. 





Logan B. Chandler Goes With Travelers 
Fire 

Logan B. Chandler of Los Angeles came 
with the Travelers Fire Company at the home 
office in Hartford on June 15. His first duties 
will be the establishment of the automobile fire 
and theft business of the Travelers’ companies 
in the Pacific coast territory. He will be con- 
nected with the home office in an executive 
capacity. 

Mr. Chandler has had a broad experience in 
the fire insurance business, and is well qualified 
to serve the Travelers in the Pacific coast field. 
After graduation from college he joined the 
board of underwriters of the Pacific as a sur- 
veyor, six years later being advanced to posi- 
tion of assistant secretary of Southern Cali- 
fornia and Arizona district office. He has 
served as special agent in Southern California 
and as deputy assistant manager for the Liver- 
pool and London and Globe for the Pacific de- 
partment. In 1923 Mr. Chandler was made 
assistant manager of the Western department 
of this company at Chicago, which position he 
resigned to enter the local agency business in 
Los Angeles, 
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of the Metropolitan Life, and others, for the 
part they had taken in the convention. 

It was decided that the next meeting of the 
Conference shall gather in Boston in October 
of 1925. Another resolution adopted was one 
which offers “a prize or token of recognition 
for the company offering the most workable 
solution to eliminate waste in advertising.” 

The Conference convention ended with a 
banquet in the evening at which a motion pic- 
ture film of the officers of the Conference was 
shown, together with one other film. 


INSURANCE ADVERTISING 
CONFERENCE 
Executive Committee Membership  In- 

creased from Eleven to Fifteen 


One of the last acts of the Insurance Ad- 
vertising Conference, at its convention at 
Briarcliff Manor, New York, last week, was 
to increase the number of members on the ex- 
ecutive committee from eleven to fifteen, so 
that that committee is now composed of the 
six officers (as announced in THE SPECTATOR 
last week) and the following officials: 


Head Office: 709 Sixth Avenue, New York 
Losses paid since organization over 62 millions. 


DISTINCTIVE AGENCY SERVICE IS MAKING THE NATIONAL 


Clarence A. Palmer, Insurance Company of 
North America; John G. Mays, secretary, 
Royal Indemnity Company; W. W. Ellis, Com- 
mercial Union; A. H. Reddall, Equitable Life; 
Luther A. Little, Metropolitan Life; Clark J. 
Fitzpatrick, United States Fidelity and Guar- 
anty; Eustace A. Brock, Great West Life; 
Benjamin N. Miles, Bankers Life of Iowa, and 
John W. Longnecker, Hartford Fire. 

The resolutions committee, composed of C. 
J. Fitzpatrick, chairman, and A. H. Reddall, 
Sidney C. Doolittle, W. W. Ellis and Leon A. 
Soper, submitted resolutions of thanks to 
President Haley Fiske of the Metropolitan 
Life, President IF Highlands Burns of the 
Maryland Casualty, Vice-President J. V. Barry 


Organized 1859 


NATIONAL LIBERTY 


INSURANCE COMPANY OF AMERICA 


Western Dept., 207 North Michigan Blvd., Chicago 





Hamburg American Elects Officers 

The following officers have been elected by 
the new Hamburg American Insurance Com- 
pany of New York: President, Wm. Y. 
Wemple; vice-president, Ernest Behre; vice- 
president and secretary, Frank A. Meinel; vice- 
president and treasurer, James N. Smith. The 
board of directors includes these officers and 
the following-named gentlemen: H. A. Smith, 
president, National Fire, Hartford; A. Paul 
Huber of the Guaranty Trust Company, New 
York; Otto J. Thromen, J. P. Meyer, W. B. 
Devoe, H. W. Bissel, and the following mem- 
bers of H. Mutzenhecher, Jr., of Hamburg: 
Ernest Behre, F. F. Mutzenbecher, H. F. M. 
Mutzenbecher and Carl Christoph. 
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Fire Automobile 
Tornado Windstorm 
Rent and Rental Values 








Explosion and Riot 
Use and Occupancy 
Sprinkler Leakage 





























LIBERTY AGENT THE MOST WIDELY ADVERTISED INSURANCE 






Tourist Baggage 
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MAN IN HIS HOME TOWN. _ THINK IT OVER! 
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TO FORM CONFERENCE 
ewelers’ Block Policies in Demand—Dis- 
turbed Conditions Exist 
The recent action of Superintendent James 
4. Beha, of New York, in requiring brokers to 
a dealing with Lloyds, London, resulted in 
for coverage under the jewelers’ block 
which are now 


J 


stop 
a rush 
form in local \ 
allowed to write that class of business in this 
This state of affairs soon brought about 


companies, 


State. 
disturbed conditions especially as to rates, there 
being no stabilizing influence. 

In view of the hazards of this class abies. 
ness a meeting of a number of the companies 
at present authorized to write it was held last 
Friday and an attempt to forma conference 
will be made. It is hoped to prevent too seri- 
cus competition. 


Not Permitted to Write Jewelers’ Block 
Policies in Massachusetts 

Boston, Mass., June 16.—Wesley Monk, In- 
surance Commissioner of Massachusetts, has 
ruled that jewelers’ block policies may not be 
issued in this State. 
ion, Commissioner Monk said: 

This form of policy could not be lawfully 
issued in this Commonwealth by a casualty 
company since it grants insurance .against fire 
and transportation hazards, which classes of in- 
surance are not permitted to casualty com- 
panies. Nor can it be lawfully written by a 
fre or marine company because it insures 
against burglary, breaking and eutering and 
larceny, which kinds of insurance are not 
allowed to fire or marine companies. 


In delivering his opin- 





“Superior Service Satisfies’’ 


SUPERIOR 
FIRE INSURANCE 
CO. 


PITTSBURGH 


Incorporated 1871 


A. H. TRIMBLE, President 


EDWARD HEER, 
Vice-President and Secretary 





Why not make room in your 
agency for a conservatively- 
managed, medium-sized 
American Company whose in- 
demnity, treatment of agents 
and assured, will bear in- 
spection for half a century? 


Capital.......... $ 1,000,000 


Surplus to Policy 
Holders....... 


AGGOEB. oo cc ccces 


1,752,290 
4,543,938 














PROGRAM READY 





New England Agents Planning Big 
Rally 


DATES ARE JUNE 23, 24 and 25 


Hotel Wentworth, Portsmouth, N. H., Is 
Scene of Gatheringe—George G. Bulk- 
lev, Hon. Howard P. Dunham, E. 

C. Stone, Winslow Russell 
and Sir Alexander Mac- 

Gregor Among 
Speakers 
Boston, Mass., June 17.—The New England 


State Associations of Insurance Agents are 
planning a big rally for their annual meeting 
at the Hotel Wentworth, Portsmouth, N. H.., 
on June 23, 24 and 25. 
Tuesday 
P. M. 


tas been arranged as follows: 


The convention opens 
afternoon and will end Thursday 


An interesting and elaborate program 


Tuespay AFTERNOON 
3.00 Meeting of the advisory board. 
7.00 Get-together dinner, Edwin J. Cole presiding. 
Singing.—‘‘ America,” Led by 
Singers. 
Invocation. 


Exchange 


Commonwealth of New 
Hampshire; Hon. Hobart Pillsbury. Secre- 
tary of State. 

Greeting from the city of Portsmouth; Ion. 
Orel A. 

Greetings from the local agents of New Hlamp- 

Edgar B. Prescott. 

Ilampshire Association of Insurance Agents. 


Greeting from the 


Dexter, mayor. 


shire; president, New 


Greetings from the Georce G. 
julkley, 
Marine Insurance Company. 

Address.—“The National Association of In- 
surance Agents”; Cliff C. Jones, chairman, 
National Executive Committee. 

Address—“The Insurance Commissioner and 
the Local Agent’; Hon. Howard P. Dun 
ham, Insurance Commissioner of Connecti- 
cut. 

Selection.—The FExchange Singers. 

Address.—‘‘The Romance of Insurance’; Sir 
Alexander MacGregor, chairman, board of 
governors, North British & Mercantile of 
Edinburgh, Scotland. 

Orchestra.—Songs. 


companies; 


president, Springfield Fire and 


Wepvespay MorNnine 
9.45 Music. 
10.00 Call to order. 
Annual 
Warren S. Shaw, Brockton, Mass. 
President’s annual report; Edwin J. Cole, Fall 


reports of secretary and_ treasurer, 


River, Mass. 

Appointment of committees. 

Announcements. 

ldiscussion period. 

Address.—“*Can the Insurance Bootlegger Be 
Fliminated ? Winslow Russell, vice-presi- 
dent, Phoenix Mutual Life, Hartford, Conn. 

Discussion period. 

Address.—‘‘Insurance and the People’; George 
E. Turner, counsel, Casualty Information 
Clearing House, Chicago, IIl. 


WepNESDAY EVENING 
Orchestra—entertainment—dancing. 
White’s Review; Miss Caroline Bacon, im 
personator; Clarence Hubbard, magician. 


Tuurspay MorninGc 


9.45 Music. 
Unfinished business. 
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FARM EDITORS AND INSURANCE MEN 
TO HOLD CONFERENCE 


Fire Prevention on the Farm to Be Topic 
for Discussion at October Meeting 


A conference of agricultural editors from 
many States, and representatives of various in- 
surance companies writing farm business, will 
be held in Chicago, October 20 and 21, this 
vear. These dates have been chosen because 
during that week in October many editors and 
publishers of agricultural journals will be in 
Chicago to attend their own annual conven- 
tions, and the attendance of all concerned would 
probably be larger then than at any other time. 


The tentative program includes addresses by 
representatives of the insurance companies and 
the farm press, and a half day to be spent in 
studying the practical work of the Under- 
writers Laboratories. 


The topic for discussion will be fire preven- 
tion on the farm. Representatives of fire pre- 
vention interests, including the lightning rod 
and extinguisher manufacturers, and others, 
will be invited to attend and participate in the 
discussions. 

The desirability of such a conference is gen- 
erally recognized. Fire prevention is a vital 
matter with the farm papers because the wel- 
fare ot their subscribers is directly involved. 
It is equally important to the insurance com- 
panies, for obvious reasons. Safer farm homes 
is a slogan whose adoption would be for the 
benefit of all, and the editors participating in 
the preliminary making of plans for the con- 
ference are agreed that the subject is one on 
which they should have a fund of authentic 
information which they may pass on to their 
farm readers. 


Discussion period. 

Address.—“Insurance and 
Edward C. 
Manager 
3oston. 

Discussion period. 

Address.—“‘A Plea for a Closer Co-operation 
Between Local Boards and the Local Cham- 
ber of Commerce”; 
Portsmouth, N. H., 

Discussion pericd. 


Its Problems’’; 
Stone. associate United States 


Employers Liability Assurance, 


Lee H. Brow, secretary, 

Chamber of Commerce. 

Subject—“Are These Annual Conventions 
Worth the Time, Effort and Expense In- 
curred?” 

1.00 Adjournment. 


SuccEesteD Suryects For Discussion 
1. The New Association of 
Agents: Past, present, future. 
2. Sales talk. 
3. Can a local agent become a successful life in- 


England Insurance 


surance agent? 

4. Community credit system. 

5. Side lines—Do they pay to push? 

6. Closer relations between officers and members 
of State associations. 

7. District conferences 

8. Facing facts and solving problems. 

9. How may the local agent assist in a practical 
education of the public? 

10. Better agents. How can they be secured? 

Any member present is at liberty during any dis- 
cussion period to discuss these or any other subject 


their need and benefits. 


he may desire. 
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NEAL BASSETT, President JOHN KAY, Vice-President 


$4,175,490.93 $2,575,127.95 
$5,252,813.31 $3,751,385.75 


Western Department, CHICAGO, ILLINOIS, WAITE BLIVEN, Vice-Pres. and Manager. 








LOYAL TO FRIENDS, AND. TO LOYAL AGENTS, LOYAL — 
A. H. HASSINGER, Secretary WELLS T. BASSETT, Secretary 
JANUARY Ist, 1925, STATEMENTS 

FIREMEN’S INSURANCE COMPANY OF NEWARK, Organized 1855. 


ASSETS LIABILITIES CAPITAL NET SURPLUS SURPLUS yee ea 
$15,123,531.91 $8,536,871.80 $3,000,000 $3,586,660.11 $6,586,660.11 
THE GIRARD FIRE AND MARINE INSURANCE CO., Organized 1853 
$5,474,032.20 $3,213,098.14 $1,000,000 $1,260,934.06 $2,250,934.06 


MECHANICS INSURANCE CO. ‘sone ne Organined 1854 
NATIONAL-BEN FRANKLIN gov eine CO., Organized 1866 


HEAD OFFICES: NEWARK, N. J. PHILADELPHIA, PA. PITTSBURGH, Pa, 
DEPARTMENT OFFICES 
Pacific Department, SAN FRANCISCO, CAL., W. W. and E. G. POTTER, Managers 
General Agents for Southern Territory: 
Florida, Loren H. Green, Jacksonville; Maryland, Poor & Alexander, Baltimore; Texas, Cravens, Dargan & Co., Houston. 
LOYAL TO FRIENDS, AND TO LOYAL AGENTS, LOYAL 


$1,000,362.98 $1,600,362.98 


501,427.56 $1,501,427.56 



































FIRE ASSOCIATION of Philadelphia 


Organized Sept. 1, 1817. Incorporated March 27, 1820 
Charter Perpetual 


CIN Ne aia ccas Sc uohoe chyectars tone baie $3,000,000.00 
I 55g is a wa tae ayers ovale «pub ele es tae ova 20,504,644.35 
Reserve and other Liabilities. ..... 10,299,314.26 
I MERU NN 5 isc acp aca shave arate re iar 7,205,330.09 
Surplus to Policy Holders......... 10,205, 330.09 


J. W. COCHRAN, President. 
Ww. L. MAIL Bor: Vice-President. 
M. G. GARRIGUES, Secretary and Treasurer. 
J. T. McKALE, Assistant Secretary. 
EDWIN S. GAULT, Assistant Secretary. 
E. R. DANIELS, "Assistant Secretary. 


INSURANCE MEN 


General Agents, Solicitors, Auditors, 
Inspectors or Adjusters are 


ELIGIBLE 
TO THE 


Towa State Traveling Men’s Association 


“Oldest and Best’’ 


Accident Insurance at Cost 
Never Exceeded $9.00 per year 
Weekly Indemnity $25.00 
Death Benefit $5,000—$10,000 


Insurance to November 1, 1925, for $2.00 
Write for Application Blank 
H. E. REX, Sec’y-Treas. DES MOINES, IOWA 


























tut HAMPTON ROADS 


FIRE «2» MARINE 
Insurance Company 


NORFOLK, VIRGINIA 
Address Home Office For Agency Connection 


HenrRyY G. BARBEE JAMES A. BLAINEY GEORGE A. MoRiN, 
President Vice-Pres. and Managing Under. 
Secretary Fire Dept. 











C. E. Clarke, President J. R. Anthony, Jr. Secretary 


PENINSULAR CASUALTY COMPANY 


General Offices: Physicians Building, Jacksonville, Fla. 
Accident and Health Insurance Commercial and Industrial 


CAPITAL STOCK, $206,700.00 














Great American 


Choose 
Your 
Company 


$12, 500,000.00 


$164,897,335.64 


SURPLUS FOR THE PROTECTION OF POLICY HOLDERS 


$26,837,235.32 


Home Office, One Liberty Street 


WESTERN DEPARTMENT PACIFIG DEPARTMENT 
G. R. STREET, Vice-President GEORGE H. TYSON, Gen’! Agent 
L. LERCH, Manager 210 Sansome Street 

310 S. Michigan Ave., Chicago, Il. San Francisco, California 


ROGERS & HOWES, Managers, 4 Liberty Square, Boston, Mass. 


NEW YORK—Wnm. H. McGee & Co., General Agents, 15 William Street 


SAN FRA 


CHICAGO—Wm. H. McGee & Co., Gen’! Agts., Insurance Exchange Bldg. 


AGENCIES 





Insurance Company 


New Pork Sen 


Company 
INCORPORATED - 1872 


ve omega 1,1925 


Scenve FOR ma OTHER LIABILITIES 


21,338,962. 19 


14,337,235.32 
48,176.197.5 1 


LOSSES PAID POLICY HOLDERS 


New York City 


BOSTON OFFICE 


MARINE DEPARTMENT 


NOISCO—George L. West, Manager, 220 Sansome Street 


THROUGHOUT THE UNITED STATES AND CANADA 
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FIRE INSURANCE TOPICS 
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BOSTON AND VICINITY 


East and West Agency Appointment.— 
rdward M. Peters Co., Inc., have been ap- 


pointed Boston agents of the East & West of . 


New Haven. . 
Committee on Credits.—The special com- 


mittee on premium credits, representing agents, 
brokers, mutual companies and various organ- 
izations of Massachusetts, including the Boston 
Board, listened attentively to a detailed report 
of returns received on the questionnaire sent 
out by Secretary F. F-lliot Cabot, of the Boston 
Board, to several thousand Massachusetts 
agents some months ago. It was agreed that 
while the nature of the returns was generally 
encouraging it was best to continue the credit 
committee and to defer the next meeting until 
September, at which time a formal report with 
recommendations will be drafted. 

Blue Goose Elections.—William T. Jordan 
was elected most loyal gander of the New 
England Pond of the Blue Goose at its an- 
nual meeting and dinner last week. Other off- 
cers elected were: Charles L. Powers, Joseph 
F. Gough, G. H. Kemball, John F. Driscoll; 
Robert T.. Cairns and John F. Driscoll. 

New York Underwriters’ Special.— 
Edward M. Harriman has been appointed New 
England special agent of the New York Un- 
derwriters Agency. 

New England Fire to Enter Direct Field. 
—It is announced that the New England Fire 
Insurance Company, of Pittsfield, has com- 
pleted arrangements to enter the direct agency 
writing field. The company formerly con- 
fined its activities solely to reinsurance. Under 
the new arrangement it will be operating ex- 
clusively in the six New England States, thus 
lending a highly significant character to its 
name. Herbert A. Wiley, for the past four 
years manager of the American Foreign In- 
surance Association for China, French Indo- 
China, Manchuria and the Crown Colony of 
Victoria, will be appointed manager He 
returned recently to the United States on leave 
of absence and because of the unsettled condi- 
tions in China has decided not to attempt re- 
sumption of his work in the Orient. He has 
had over twenty-seven years’ experience in the 


insurance business, beginning his career in 
Hartferd with the late Martin Bennett, first 
general manager of the American branch of 
the Scottish Union and National. 

F. L. Owen Appointed.—The appoint- 
ment of Frank L. Owen as special agent of the 
Tokio Marine and Fire and the Standard of 
New York is announced by Joseph A. Kelsey, 
general agent of the fire department of the 
Tokio and president of the Standard. 

Mr. Owen succeeds Albon K. Slade, who 
voluntarily retires from active field work be- 
cause of continued indisposition following over 
twenty years of service. Mr. Owen was for- 
merly with the National of Hartford and was 
recently associated with the Robert A. Boit 
& Co. office in Boston. 

Springfield F. & M. Change.—Walter J. 
'lelm has been appointed special agent for the 
Springfield Fire and Marine for Eastern 
Massachusetts and Rhode Island, in association 
with C. W. Elwell at 40 Broad street, Boston. 
Mr. Helm succeeds Harris E. Wood, resigned. 
Mr. Helm has had a varied experience, having 
served the Automobile of Hartford and later 
been connected with the rating department 
of the New England Insurance Exchange 


New Orleans News-Letter 

New Or EANS, La., June 13.—There has re- 
cently come to my attention the fact that a 
brick and frame corner grocery owned by an 
industrious and keenly alert citizen of Italian 
origin has been written at 1 per cent for three 
years, while the advisory rate of the Fire Pre- 
vention Bureau is 1.70 per cent. This is an 
instance (et ab uno disce omnes) of what the 
bushwhackers are doing to demoralize the fire 
insurance business in this city. 

I do not know who the agent is nor what 
company he represents, but it is safe to say 
that both belong to that class which cannot ob- 
tain business except at cut rates. 

Of course, the greater part of the burden of 
blame for this reckless character of under- 
writing must rest upon the company, for the 
agent being merely «en irresponsible gatherer 
of premiums feels no concern as to the future 


and is quite willing that the devil shall take 
the hindmost, but it is with the future espe- 
cially that the company will have to reckon, 
and business written in defiance cf good un- 
derwriting judgment and at inadequate rates 
must sooner or later spell distress and prob- 
able ruin. 

In the meanwhile the business of those con- 
scientious agents and companies who believe 
in correct underwriting practices and, with 
courageous fidelity, live up to their beliefs and 
suffering acutely from the irritating inroads 
of the unprincipled bushwhackers. 

The wind which is being planted by this 
gentry must inevitably bring forth a_ whirl- 
wind which will, in ali probability, blow out of 
existence those responsible for the planting, 
but as the rain from Heaven falls upon the 
just and the unjust alike, both the innocent 
and the guilty will suffer when the storm 
breaks. 

It does seem to me that the agents and com- 
panies who know the right and have the cour- 
age to pursue it are sufficiently strong and 
possessed of an adequate equipment of brains 
to devise some means by which the activities 
of their bushwhacking competitors may be so 
dulled and curtailed as to either force them 
into line or reduce them to that condition de- 
scribed by the late Grover Cleveland as “in- 
nocuous desuetude.” 


Bins ¥or Fire DEPARTMENT SUPPLIES 


The board of fire commissioners will, as usual, 
invite sealed bids for furnishing the supplies 
needed by the fire department, but the com- 
mittee having this matter in hand has decided 
that in considering the bids, quality as well as 
price will be taken into account and conse- 
quently the award will not go necessarily to 
the lowest bidder, as has been the practice here- 
tofore. O’Hacerty. 


New Fire Companies Organizing 

The Prudential Fire Insurance Company and 
the Guardian Fire Assurance Coroporation are 
heing organized in New York city by interests 
headed by Paul Wendell P. 
Barker, the well-known insurance attorneys. 
The Prudential Fire will have a capital of 
$1,000,000, and the initial capital of the Guar- 
diin Fire Assurance will be $200,000. The 
incorporators in both instances are the same. 


3onynge and 








REINSURANCE ONLY \s } 


INTER- OCEAN REINSURANCE COMPANY 


GS f mle R OCEANS PY) 


*|| FIRE AND ALLIED LINES 
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CEDAR RAPIDS, IOWA. 
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ROSSIA INSURANCE COMPANY 


OF AMERICA 


THE FIRE REASSURANCE COMPANY 


OF NEW YORK 


AMERICAN FIRE INSURANCE CORPORATION 


OF NEW YORK 


UNION RESERVE INSURANCE COMPANY 


OF NEW YORK 


REINSURANCE 
HARTFORD CONN. 

















POOR ADVERTISING 


A rate book carried about and occasionally 
displayed by a non=producer might be a form of 
Company advertising. 


But we do not believe in that kind of adver= 


tising. 


Service, Company, or Policy 


2 ihe oe sare 2 
Lincoln National Life officials are cer= All three are important, of course. But to 


tain that they can well afford to put an added | our mind the policy is especially so. If you 
| 
| 


investment in the man who carries their rate 
book in order to help him to succeed. So they 
give a thorough correspondence course to all new 


agree that the actual contract itself is deserving 
of careful attention and comparison on the 
part of the agent, we invite you to consider 
seriously the United Life policy, “A Policy 


men and supplement it by personal cooperation | You Can Sell.” 
and prompt service. | Any natural death... .ccecceeeees $5,000 
. Any accidental death........0.c005 10,000 
Believing that a successful agent is the best | Certain accidental deaths... ... 1... 15,000 


form of Company advertising, Lincoln National 
Life offcials point to hundreds of men’scattered 
over the country as examples of the fact that it 
pays to 





} Accident Benefits $50 per WEEK, 
| Also Disability Income, Waiver of 
| Premiums, etc. 





ALL IN ONE POLICY 











(INK UP uP (Sy with TH THE () LINC OLN} | If there is an opportunity open in your town, 


our Vice-President, Mr. Eugene KE. Reed, will 
| tell you all about it. Write him direct— and 
directly. 


The Lincoln National Life 


rum ce LT UNITED LIFE 


“Its Name Indicates Its Character 


Lincoln Life Building, FORT WAYNEIND. | | AND ACCIDENT INSURANCE COMPANY 


More Than $365,000,000 in Force. Concord New Hampshire 








|| Inquire! 





What Do You Sell? 


—which? 
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FIRE 

Policy placed by vendor and not assigned, 
js not contributing insurance with that placed 
by purchasers, because of insurer’s subse- 
quent endorsement, with knowledge chang- 
ing the mortgagee’s interest. Insurer is not 
estopped to set up change of ownership 
against purchasers of property. To consti- 
tute other insurance “or contributing insur- 
ance,” the policies must cover the same inter- 
est, property or risk. Policy on single track 
is to be exhausted before calling on blanket 
policy, covering several tracts. Insured is 
not estopped by filing proof of loss against 
company not liable. 

Suit was brought on a fire insurance policy 
for $6c00 issued by defendant to plaintiffs as 
owners of property at 316 Market street, Ches- 
ter, Pa. A loss took place amounting to $14,- 
276, and question arose whether defendant is 
liable for 6/16 of this loss or only 6/21, as 
claimed by defendants. 

A total of $16,000 of specific insurance cov- 
ered this single tract of land. In addition, the 
vendors of the tract, Ford Bros., had a policy 
for $5,000 from Springfield Fire and Marine In- 
surance Company, covering this property and 
also the adjoining property at 318 Market street. 
This latter policy was not assigned to plaintiffs 
at time of their purchase thereof or later. At 
the time of the conveyance the Springfield pol- 
icy was in the possession of a third party as 
mortgagee. Subsequently and after the Spring- 
field Company learned of the transfer, the mort- 
gagee delivered his policy to the Springfield 
Company’s agents to have an endorsement made 
thereon changing the name of the mortgagee. 
Claimed by defendant that the making of this 
endorsement, with knowledge of the transfer, 
made the policy valid as to the mortgagee, and 
that as between the parties to this suit that it 
should be considered contributing insurance and 
share pro rata in paying the loss. 

Held, that the Springfield policy was not 
assigned to the purchasers, and there is there- 
fore no liability by this company to anybody 
except the mortgagee. 

Further, there is no waiver or estoppel, for 
plaintiffs neither acted nor forbere to act in the 
belief that they had an insurance policy with 
the Springfield Company. 

The Springfield Company is not a contribut- 
ing insurer; for to constitute contributing in- 
surance the policies must cover the same inter- 
est, the same property and the same risk. The 
interest of the plaintiff was not the same as 
that of the mortgagee, whose interest was cov- 
ered by the Springfield Company. 

Further, the policy sued on is a Pennsylvania 
contract, to be construed according to Penn- 
sylvania law, and the Pennsylvania rule there- 
fore applies. This rule is that where the in- 


sured has a policy covering several parcels of 
Property, and also specific insurance covering 


Tnsuranee Deelseion& 


By Joseph @. Seller of the New York Bar 


only one parcel, the latter must be entirely ex- 
hausted before the other policies can be called 
on for contribution, as the two classes of poli- 
cies cover different subjects, risks and interests. 

The plaintiffs, acting under mistaken advice, 
fled proofs of loss against the Springfield Com- 
pany, and were later advised by counsel that 
this company was not liable to them. Held, 
that the plaintiffs are not estopped from assert- 
ing the facts and legal conclusion simply by the 
filing of a mistaken proof of claim. 

Judgment will be entered for $5,353.50, or 
6/16 of the entire loss. 

Turk vs. Newark Fire Insurance Co. (U. S. 
District Court, East. Dist. Penn.), 4 Fed'l (2d), 
142. 

Policy insuring against loss of use and 
occupancy for not exceeding $150 a day dur- 
ing a prescribed period held a valued policy, 
entitling insured to $150 per day. Ambi- 
guities in policy construed favorably to in- 
sured. 

The plaintiff was engaged in the business of 
buying cotton seed from which it manufac- 
tured and sold cotton seed products, such as 
cotton-see! oil and cotton-seed meal. Each of 
the two policies upon which these two suits 
were brought, provided that the company “shall 
be liable for not exceeding $150” for each 
working day until the buildings can be rebuilt 
with reasonable diligence. Further it was pro- 
vided that if production was only diminished, 
that the assured’s daily loss should be esti- 
mated at that proportion of not exceeding $150 
in which the assured’s daily capacity is dimin- 
ished or lessened. The policy also read $24,- 
400 on the use and occupancy (including fixed 
charges) of all of their buildings and 
machinery used or for use in their business of 
manufacturing the products of cotton seed.” 

Plaintiff’s contention was that it was entitled 
to recover from defendant an amount, totaling 
$150 per day for each working day lost from 
October 16, 1922, date of the fire, to April 1, 
1923. Defendant’s contention is, that if plain- 
tiff is entitled to any recovery it is only for 
such sum as it can show its reasonable profits 
would have been for the period intervening 
between these two dates—but not exceeding 
$150 for each working day. 

Held, that in construing the policy, the inten- 
tion of the parties must govern. The fair and 
natural way of construing this policy is that 
it was the intention of the assured that it should 
recover $150 for each day of use and occu- 
paney which was lost by reason of the fire. 

The thing insured was not the profits which 
might have been earned, but the right of the 
plaintiff to the use and enjoyment of its prop- 
erty; in other words, it was the right or privi- 
lege to earn profits which plaintiff intended to 
have insured. An insurance against loss of 
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profits is an entirely different thing, a difficult 
thing to establish, but that is not the sort of 
policy upon which recovery is sought. 

Where ambiguity exists in the meaning of 
a policy or where the terms have no accepted 
meaning and are doubtful they must be con- 
strued most favorably to the insured. Decree 
for plaintiff. 

Jacksonville Oil Mills vs. Stuyvesant Ins. 
Co., et al; Jacksonville Oil Mills vs. Rutgers 
Fire Ins. Co., et al. (Dist. Ct., W. D., Tenn.), 
3 Fed. Rep. 2nd Series) 1006. 





ACCIDENT 

Policy insured against accident caused by 
automobile. Where plaintiff lighted match 
near gasoline, igniting the gasoline, ‘the 
defendent is not liable. 

The defendant undertook to “insure the 
assurer against loss from the liability imposed 
by law upon the assured for damages suffered 
as the result of an accident caused by the auto- 
mobiles described.” 

A fire resulted from the plaintiff lighting a 
match near the gasoline tank, while engaged in 
examining the dial to determine the amount of 
gasoline in the tank. The fire spread to the 
grass and set fire to the clothing’ of the garage 
attendant who came over to assist in extin- 
guishing the flames. This man was badly 
burned by the fire and thereafter recovered a 
judgment against this plaintiff. Defendant re- 
fused to come in and defend on the ground 
that the accident was not covered by the policy. 

Held, that the garage attendant was not in- 
jured by the automobile. There was no logical 
sequence of events between the automobile and 
the fire—for the lighting of the match was an 
independent intervening cause. The injury re- 
sulted from the independent negligence of the 
plaintiff and there can be no recovery. Hill 
vs. New Amsterdam Casualty Company (First 
Dept., N. Y.), 211 App. Div. 747. 

FIRE 

Action to compel return of property de- 
posited with Superintendent of Insurance by 
Russian insurance company. Court will not 
permit removal of property until proof is 
made that the removal of the money will 
serve the corporate purposes, which can be 
carried out by the corporate officers. The 
court is unable to protect defendant against 
a second recovery. 

Action. was brought in equity to compel the 
return to plaintiff of securities and moneys 
deposited by the plaintiff insurance company 
with defendant trust company under an agree- 
ment that these funds should constitute capital 
for the protection of policyholders and credit- 
ors in the United States. 

It appeared that the men who now claim to 

(Concluded on page 29) 
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Issued Weekly in the Interest of the Agency Forces of 
Companies and General Aqenis 


The Insurance Sellegram is published in THE SPECTATOR in this form for the use of Companies and General Agents. Permission te CODY and 


circulate it among their Agency Forcer, as their own sales letter or house organ, will be granted upon request. 
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To Our Agency Force: 


DEPOSITORY BONDS ON INDIVIDUAL DEPOSITS AND CERTIFICATES OF DEPOSIT. 
A SPLENDID line. NOT overworked. It OFFERS opportunities. 


To INDIVIDUALS or CORPORATIONS carrying Depository Bonds, bank 
failures MEAN nothing. Their money is INSURED and there is no delay 
in getting it--NO INDEFINITE TIE-UP OF CAPITAL--while re-adjustment 
or re-organization is being perfected. 


The SAFETY of banks is GENERALLY admitted. But there ALWAYS have 
been--and ALWAYS will be-- bank failures. The Depositors USUALLY 
come out all right IN TIME, but DELAYS are inevitable when TROUBLE 
comes. A Bond covering the deposit ELIMINATES all the worry and the 
trouble in the event of bank failure. The rate is ONLY $5.00 per 
thousand on the amount of the bond. Don't you think it's WORTH that 
to be ABSOLUTELY SAFE? If you do, see ALL THE LARGE DEPOSITORS in 
your community and tell them about it. 


WHEN YOU SELL THEM, send us THREE copies of the last financial state- 
ment of the bank where they deposit and we will IMMEDIATELY get 
authorization if it so happens--WHICH ISN'T LIKELY--that we haven't 
already got it. 


FIDELITY BONDS can be written for ALMOST any concerns doing a legiti- 
mate business. Such bonds GUARANTEE against LARCENY, EMBEZZLEMENT, 
FRAUD and DISHONESTY of the individual bonded. All OFFICERS of 
Banks--whether State or National--should be under bond. In many 
instances the law makes it COMPULSORY. ALL OTHER PERSONS who hold 
positicns of trust should be bonded, NOT because they are dishonest, 
but because the BONDED EMPLOYEE is the RESPONSIBLE EMPLOYEE. 
SCHEDULE BONDS can be written in any amount of MORE than $20,000 
where the NUMBER OF PERSONS to be bonded is SIX OR MORE. When THIS 
class of bond is issued, the RATE is considerably reduced. 

There is NO LINE of insurance protection MORE attractive than Bonds. 
We can sell LOTS OF THEM if we give them a little MORE THOUGHT AND 
ATTENTION. The COMMISSIONS and the PREMIUMS are SATISFACTORY, and 
SHOW UP nicely in the VOLUME COLUMN. GO TO IT! 


Yours for bonds, 


Lituodig 
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CELEBRATES ANNIVERSARY 


Fidelity and Deposit Signalizes 35th 
Year of Existence 


HONOR TO CHARLES R. MILLER 


Recognize Company’s Efforts on Behalf of 
Corporate Suretyship 


BattimorE, Mp., June 16.—The Fidelity and 
Deposit Company of Maryland observed its 
thirty-fifth anniversary at the home office in 
Baltimore last week with a banquet at the 
Maryland Club for officials and an excursion 
down the Chesapeake Bay for the employees 
and their friends. 

In Baltimore, and to some extent throughout 
the country, the occasion was marked by hearty 
felicitations for the officials, with, of course, 
distinct congratulations to Charles R. Miller, 
the president, the only one of those now active 
Van 
Lear Black, chairman of the board, began his 


in the company who was in at the start. 


own business life in a minor capacity with the 
company, of which his father, the late H. 
Crawford Black, from the first an im- 
portant factor and a director. Mr. Black pre- 
sented a gold watch to Mr. Miller, and was the 
host at the feast at the Maryland Club. 


was 


The efforts made in the direction of corporate 
suretyship were so tentative before the Fidelity 
and Deposit entered the field, that the distinc- 
tion of being pioneers is never disputed. What 
helped to give impetus to the formation of the 
company was the fact that, in 1889, a Mary- 
land State treasstrer embezzled several hundred 
thousand dollars, and Edwin Warfield, a leader 
in politics, found himself heavily involved as 
bondsman. \fr. Warfield then began the fight 
that established corporate suretyship in Mary- 
land and practically everywhere. Mr. Warfield, 
as founder cf this company, made such a fine 
record and such a deep impression on the busi- 
ness world that he was elected Governor, with 
backing he never would have had if he had not 
waged the fight for this new element in stahil- 
izing business and protecting taxpayers, stock- 
holders and all employers. 

Mr. Miller, now president, came as a young 
lawyer, just from law school, and dedicated his 
life to the business. He is a man of sturdy 
physique, with every indication that he will 
long be able to direct the company. 

In connection with the celebration, emphasis 
was given to the comparisons of the first ten 
years with the second period of twenty-five 


years. In 1890 the assets were $148,499; at the 


end of roco, $4,381,313, and at the close of 1924, 
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$18,131,761. The net premiums were in 1890, 
$8891; in i900, $1,111,581, and in 1924, $10,- 
823,232. 

The company waged many of the fights in 
Washington and in State Legislatures that now 
pave the way for the business of others. The 
red letter date was August, 1894, when Con- 
gress passed a law permitting corporate surety. 
Another triumph for Mr. Warfield was when 
the New York Legislature allowed companies 
to enter there from other States. That was in 
1895. 

After the death of Mr. Warfield, in 1920. the 
board of directors assumed charge, and shortly 
thereafter E. A. Hamilton was made executive 
head. Under him a vigorous publicity campaign 
was waged that brought fruit and served in 
many ways as a model for such effort. By 
1922 the Fidelity and Deposit had climbed from 
seventh place to second in the total volume of 
fidelity and surety business. In 1923 a stock 
dividend of 623% per cent raised the capital 
from $3,000,000 to $5,000,000. In March, 1024, 
Thomas A. Whelan, who succeeded Mr. War- 
field, died, and Mr. Miller was promoted from 
vice-president to president. 


WILL HOLD MEETING 


New York Indemnity Planning First 
Agency Convention—Company Wrote 
Over $3,500,000 in Five Months 


The New York Indemnity Company is plan- 
ning to hold its first agency convention some- 
time in July and details of that event are now 
being considered. Sessions will probably last 
for three days and special stress will be laid 
upon surety and fidelity writings for which the 
organization is now making an active drive. 
The exact time and place of the gathering will 
he determined by President M. O. Garner with- 
in the next ten days and an announcement will 
then be sent out. 

During the forthcoming convention the com- 
pany’s surety business, which his developed 
very rapidly in recent months, will receive the 
attention of its executives. Thirty-one general 
agencies for surety and fidelity lines have been 
appointed by the New York Indemnity since 
April 1 and, during the first five months of 
this year, the company’s total premiums writ- 
ten have been over $3,500,000. 


William H. Rackle Promoted 
William H. Rackle, 
for the Maryland Casualty Company’s New 
York city office, has been promoted to be acci- 
dent and health manager of that branch. 


former claim adjuster 


2I 








DIFFICULTIES DESCRIBED 





American Automobile Association 
Warns Motorists 


SEES VARIATION IN TERMS 





Says Liability Policies Should Cover In- 
solvency of Assured as Well as “Loss” 


WasHINGTON, D. C., June 15.—Insurance 
companies writing automobile liability policies 
protecting against “less” only, and making no 
provision for payment, should the insured be 
insolvent, are attacked by the American Aute- 
mobile Association in a statement calling the 
attention of motcrists to the fact that there is 
a wide variation in the terms of such policies. 

Motorists are cautioned to examine their lia- 
bility policies, the association pointing out that 
in buying insurance they do not necessarily buy 
protection against liability, and may be buying 
only protection against loss, as some companies 
refuse to pay judgments unless the policyholder 
first pays the judgment himself. 

The statement was issued following an in- 
vestigation by Major Roy F. Briton of St. 
Louis, chairman of the legislative board, and 
warns motorists against the type of insurance 
that merely guarantees protection against loss 
and does not undertake to pay judgments in 
cases where the insured is insolvent or has not 
at his disposal the liquid assets with which to 
pay damages. 

It is pointed out that many insurance compa- 
nies pay and waive technicaiities by inserting a 
clause in the policy which guarantees payment 
whether or not the insured is hankrupt or in- 
sclvent, biit some word their policies so that 
thev are not legally forced to pay damages un- 
less the policyholder is financially able to pay 
the damages himself; and if he is unable te pay 
they, in some cases, refuse to pay and the in- 
jured party does not collect, and the insured is 
left with a judgment hanging over him. The 
courts have upheld such policies as legal. 

The association urges the adoption of com- 
plete moral responsibility and the insertion of 
an insolvency clause as a protection to reputable 
companies as well as to motorists. 





Peoples Trust Insurance Company 
Announcement has been made of the grant- 
ing of a charter to the Peoples Insurance 
Trust Company, Charleston, S. C. It author- 
ized capital is $5,480,000. Joseph Grondahl is 
president and general manager of the concern, 
which will write casualty lines. 
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Operating in: 


ARKANSAS 
CALIFORNIA 
COLORADO 
DELAWARE 
DIST. OF COLUMBIA 
IDAHO ILLINOIS 
INDIANA 

| IOWA KANSAS 

| KENTUCKY | 

| 


MAINE 
MARYLAND 
MICHIGAN 
MINNESOTA 
MISSOURI 
MONTANA NEBRASKA 
NEW HAMPSHIRE 
NORTH CAROLINA 
NORTH DAKOTA | 
OHIO OKLAHOMA | 
PENNSYLVANIA 
RHODE ISLAND 
SOUTH DAKOTA 
TENNESSEE 
TEXAS UTAH 
| VERMONT 
| VIRGINIA 
| WEST VIRGINIA 
WISCONSIN 
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FA) Poverty is a 
rl Bananafeel 


RN 4. 


4.on the Doorstep 
>of Aomance’ 


Romance dwells in the hearts 

of many. In some of us it is 
one of life’s greatest sources of hap- 
piness and content: in others it is a 
dream of what might have been, 
now shattered by the lack of 
money. 


Romance in the hearts of Inter- 

State representatives has no 
fear of poverty because Inter-State 
representatives are successful. The 
protection which they have to offer 
their clients is the best obtainable 
for the least cost. 


You can live in this house of 

Romance where there are no 
banana peels of Poverty on the 
doorstep. Just send us a letter 
asking for complete information 
regarding a direct Home Office 
contract. We have some open 
territory in some of the states in 
which we are licensed to operate. 






OF ITS KIND IN AMERICA 


DES MOINES, IOWA 


ERNEST W. BROWN, Secy—Treas. 


























to 
bo 


STREET ACCIDENTS 
ABROAD 





Vehicle Fatalities in Great Britain 
Total 3631 During 1924 





INCREASE OF 652 OVER 1923 





Non-Fatal Injuries Number 94,584—14,462 
More Than Previous Year 


[From Our London Correspondent] 


Lonpon, ENGLAND, June 8.—From the an- 
nual reports and other information published 
by insurance companies it is clear that motor 
insurance is making great strides. For ip- 
stance, one of the leading British companies 
announced a short time since that during 1924 
the payments it had made in satisfaction of 
motorists’ claims exceeded, on an average, 
£2000 daily. The third-party risk as regards 
motor conveyances is, of course, a fairly heavy 
one. Offices are also interested from the per- 
sonal accident point of view; while there js, 
further, the fire hazard—and in the last-named 
connection it is estimated that the damage 
caused by fire in 1923 and 1924 in public 
garages in Great Britain and Ireland was over 
£ 200,000. 

There has just been issued a home office re- 
turn showing the number of accidents resulting 
in death or personal injury, known by the 
police to have been caused by vehicles in 
streets, roads, or public places in Great Britain 
during the year ending December 31 last. The 
statistics given (which cover, in addition to 
mechanically-propelled vehicles, horse-drawn 
vehicles and pedal cycles) are both interesting 
and valuable. 

Totals for Great Britain (i.e, England, 
Wales and Scotland) for the past two years 
furnish the following results—an accident in 
which more than one vehicle is involved being 
counted as one accident only, and cases in 
which only the driver or rider is killed or in- 
jured being included: 











Increase 
Fatal Accidents 1923 1924 in 1924 
Mechanically - propelled 
vehicles: 
Omnibuses and motor 
COACNES: os cisusueccos 835 459 124 
Tramears and _ track- 
less trolley vehicles 98 113 15 
Other vehicles ....... 2,100 2,560 460 
Horse-drawn vehicles .... 287 258 21 
Pedal’ Gyles) .co:sacsieste's se 209 241 82 
2,979 3,631 652 
Non-Fatal Accidents 
Mechanically - propelled 
vehicles: 
Omnibuses and motor 
ROACKES!  seckiesces.ciowe 5,177 6,014 837 
Tramears and _ track- 
less trolley vehicles 5,124 5,615 491 
Other vehicles ...... 47,907 58,304 10,397 
Tlorse-drawn vehicles .... 6,198 6,288 90 
PUA! (CVCIES! acces dee 2 15,716 18,363 2,647 











80,122 94,584 14,462 


It will be observed that in every instance 
an increase is recorded. 


New Company Launched 
The Public Service Mutual Casualty Insur- 
ance Corporation is being organized in New 
York city. 
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KILL AUTO BILL 


No State Vehicle Insurance in 
Wisconsin 


MEASURE DIES IN SENATE 





Opposition Fight Was Led by Hon. Oscar 
H. Morris 


Mapison, Wis., June 16.—By a vote of 17 
to 9, the Senate late last week killed the Pad- 
way compulsory automobile liability insurance 
pill. 

Senator Oscar H. Morris, Milwaukee, led the 
feht against the bill, which would virtually 
make the State of Wisconsin a huge automobile 
liability insurance concern. Under the pro- 
visions of this bill, the owner of a machine, 
pon applying to the Secretary of State for a 
license, would be required to obtain a liability 
insurance policy from the State covering his 
machine. 

An injured person would apply to the State 
for damages which would be paid out of a 
State fund. The Industrial Commissien would 
have been authorized to administer the liability 
insurance under the Padway Dill. 


Michigan Mutual Liability Company 

In the 1925 edition of The Handy Chart of 
Casualty, Surety and Miscellaneous Insurance 
Companies, the ratio of losses incurred to pre- 
miums earned of the Michigan Mutual Liabil- 
itv Company for the year 1923 should be 64.9 
per cent. The combined ratio showing the 
ratio of losses incurred to premiums earned, 
plus the ratio of expenses incurred to premiums 


written, should be 87.6 per cent. 





New Organization Fills a Need 


The Idaho State Insurance Mens Associa- 
tion, which was formed late in May, is filling 
a definite need in that State. Membership in 
this organization is limited to casualty, surety 
and fire insurance men; life men are not ad- 
mitted. The officers of the association are 
Charles Hickey of Nampa, president; R. S. 
Turner of Twin Falls, 
Charles Mack of Boise, secretary. 


vice-president, and 


No Compensation Probe 


Mapison, Wis., June 16.—There will be no 
legislative investigation of the feasibility of 
establishing a State Insurance Department to 
carry all of the workmen’s insurance compen- 
sation in the State. The Frank J. Weber bill, 
which passed the Assembly by a large vote, pro- 
viding for an investigation of this subject by an 
interim committee, has been defeated in the 
Senate. The vote in the upper house was so 
overwhelming that there appears no opportunity 
for a revival of the suggested probe. 

Discontinues Compensation Lines 

Cuicaco, Itt., June 14.—The Manufacturers 
Liability Insurance Company of Jersey City, 
N. J., has discontinued the writing of work- 








Some of the more un- 
desirable business is being canceled immediately 
but other policies expired on or after May 
1 will not be renewei. 


men’s compensation. 


Hitherto compensation 
has been one of the principal lines of this 
In 1924, for instance, it wrote $1,- 
452,507, of which $817,400 was compensation. 
The losses paid on this line alone last year 
totaled $737,335. 


company. 


HONOR JAMES A BEHA 


New York Superintendent of Insurance is 
Feted at “Harmony” Dinner 


James A. Beha, Superintendent of Insurance 
for New York, was the guest of honor at a 
dinner held in the Hotel Roosevelt, New York 


city, last week to signalize the success of the 
acquisition cost plan and to fittingly recognize 
the fact that all the stock casualty insurance 
companies in that State have signified their in- 
tention of living up to the agreement. 

Leading executives of the casualty business 
paid tribute to the earnest and persistent ef- 
forts made by Superintendent Beha in bring- 
ing about a harmonious attitude with regard to 
this problem. Most of them admitted that if 
it had not been for the energy and initiative of 
Mr. Beha, the plan would not have been made 
workable for a long time; perhaps not at all. 
Risking the displeasure of a few who did not 
agree with his views, the New York Superin- 
tendent did not hesitate to use all the power 
of his office to bring about the desired result. 

I-dson S. Lott, president of the United States 
Casualty Company, acted as toastmaster of the 
gathering and expressed the views of the many 
company presidents who attended when he let 
it be understood that all desired to co-operate 
with the Superintendent of Insurance in his 
determination to settle the difficulties of the 
business. 

Superintendent Beha received what amounted 
to an ovation when he rose to reply to the sev- 
eral addresses of good will which had been 
made. In the course of his remarks Mr. Beha. 
tracing the development of the casualty com- 
panies, said: 

The casualty and surety companies have been 
called the infants of the insurance world, but 
they are lusty infants indeed when one con- 
siders that only ten years ago they had a pre- 
mium income of about $123,000.000 and assets 
of less than $200,000,000. To-day they have a 
premium income of $500,000,000 and assets of 
$702,000,000. If they progress for the next 
five years in proportion they will have in 1920 
a premium income of $1,000,000,000 and assets 
of $1,500,000,000. At this rate they may soon 
pass the fire insurance companies and get into 
a class with the life insurance companies. 


Thomas W. Broughton Leaves Board 
Mapison, Wis., June 16.— Thomas W. 
Broughton, secretary of the Workmen’s Com- 
pensation Insurance Board, wili leave the De- 
partment this week to engage in insurance 
business in Chicago. No appointment has been 
made of a successor. 





UNANIMOUS APPROVAL 


All Stock Companies In on Acquisi- 
tion Cost Plan 


ARBITRATION BOARD ESTABLISHED 


Way Paved for Settlement of Difficulties 
—Present Agency Arrangements Not 
Interfered With 


According to an announcement made last 
week by James A Beha, Superintendent of In- 
surance for New York, all the stock casualty 
companies operating in that State have now 
signed their names to the acquisition cost 
agreement and the plan is rapidly approach- 
ing perfection. The Metropolitan Casualty 
Company came into the fold during the past 
fortnight and its advent completed the list of 


those subscribing to the plan. The provisions 


of the agreement made by the Conference on 
\cquisition and Field Supervision Cost, fol- 
lowing the meeting of March 24, this year, 
were made sufficiently elastic so that existing 
agency arrangements would not be interfered 
with even though in some cases they are in 
strict violation of the rules established. The 
objects of the Conference were given in full 
in Tue Spectator for April 2. 


Stipulations are now in force permitting 


arbitration of disputes and providing for an 
arbitration board to act. The recommenda- 
tions with regard to the settlement of diff- 
culties, sponsored by Superintendent Beha and 
agreed to by the companies ,are as follows: 


\Vhenever any company shall find itself un- 
able to apply the rules to its agency organiza- 
tion, or to a part of its agency organization, 
or is of the opinion that the rules work in- 
justice in such application, the company may 
request a hearing before the appropriate agency 
committee. 

Whenever an agency committee shall receive 
a complaint against a company, and shall notify 
the company that a hearing has been arranged 
before it for the purpose of dealing with the 
complaint, the company shall send a repre- 
sentative to such hearing. 

At any hearing before an agency committee, 
the company shall endeavor, in co-operation 
with the committee, to find a satisfactory solu- 
tion of its problem. If a satisfactory solution 
cannot be discovered in this way, the matter in 
controversy shall then be submitted to an 
arbitration board of three members to be 
established as follows: The company shall 
select a representative and the agency commit- 
tee shall select a representative, and these 
two representatives shall select a third member. 
In the event that the two representatives, with- 
im ten days after they have been chosen, shall 
be unable to agree upon a third member, either 
party may request the Superintendent of In- 
surance of New York to appoint the third 
member. The decision of two members of 
the arbitration board shall be binding unless an 
appeal, within thirty days after the decision of 
the arbitration board, shall be made to the 
Superintendent of Insurance of New York, in 
which event his decision shall be final, unless 
subsequently set aside by the courts. 


National Mutual Organizing 
The National Mutual Automobile Casualty 
Insurance Company, New York, is now tr- 
ganizing. 
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LAPLRIENCED SERVICE 


In our ten years of satisfactory service to Casualty Companies as 
REINSURER, we have thoroughly learned their needs, and how to 
meet them with flexible treaties and modern underwriting theories. 
7 testimony whereof, more than one hundred companies maintain 


treaties with us on a profitable basis. We welcome inquiries. 


EMPLOYERS INDEMNITY CoRPORATION 


E.G TRIMBLE, PRESIDENT. 
KANSAS CITY 





CHICAGO LOS ANGELES NEW YORK 
INSURANCE EXCHANGE 719 DETWILER BUILDING 80 MAIDEN LANE 
JACK WOODHEAD LOUIS de 8. FULLER EHMANN & COMPANY 
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Insurance Directories 


Each volume contains a complete list of agents in 
the territory covered, with address, list of com- 
panies represented, etc. 


Many new features are included that will be found 
only in “Field Annuals.” 


. Writing Casualty Insurance 
Field Annuals Fidelity and Surety Bonds 


for 
*Greater New York Tennessee 
+New York State North Carolina 
New Jersey South Carolina 
Kentucky Virginia 
Texas 


*City and Suburban. 
tExclusive of Greater New York. 











Price of each $5.00 Postpaid NS TITYWOX 
THE INSURANCE FIELD COMPANY AGN 
P. 0. BOX 617 — LOUISVILLE, KY. Home Office: DAVENPORT, IOWA 
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NATIONAL BUREAU’S SAFETY WORK 
Co-operation With National Safety Council 
Being Maintained 
The National Bureau of Casualty and Surety 
Underwriters, in its sustained efforts to en- 
courage safety activities by local communities, 
is co-operating with the National Safety Coun- 
cil and has contributed $10,000 a year toward 
the expense of a field secretary to organize 
such accident prevention movements. The 
National Safety Council is doing likewise. 
About sixty-five communities are now enrolled. 
The work is now at such a point that the 
Bureau, after contributing $27,000, will cease 
its subscription on September 1 and apply the 

money in the safety education field. 

William J. Cox, who has been acting as 
safety engineer in connection with traffic prob- 
lems, has been compelled to resign from the 
Bureau because of illness, but his place will be 
filled as soon as possible and the work will go 
forward. 


Over Forty Killed in Railroad Accident 

That serious accidents are possible on even 
the best-regulated railroads ‘was again proved 
by the disaster which befelf a special train on 
the Delaware, Lackawanna & Western Rail- 
road, near Rockport, N. J., early Tuesday 
morning, which resulted in more than forty 
fatalities. The wreck was caused by the cov- 
ering of a track with dirt and débris, which 
was washed upon the track by a heavy rain- 
storm. 


Practice of Workmen’s Compensation 
Insurance 

S. B. Ackerman, assistant professor of insur- 
ance at New York University, is the author of 
a new book on compensation insurance called, 
“Practice of Workmen’s Compensation Insur- 
ance.” As an instructor Mr. Ackerman employs 
some unique methods to keep his class inter- 
ested. It is said that “nobody ever goes to 
sleep in Mr. Ackerman’s class.” Mr. Acker- 
man’s new volume is interestingly written, well 
arranged and constitutes a fund of informa- 
tion on this line of insurance. 

This work is published by The Spectator 
Company and sells at $4 per copy. 


Wisconsin Code Awaits Action of 
Committee 

Mapison, Wis., June 13.—Not until the spe- 
cial senate committee which has been investi- 
gating the controversy between Insurance Com- 
missioner W. Stanley Smith and Herman L. 
Ekern is ready to report its findings, will the 
senate take action on the big insurance codifica- 
tion bill 175-S. This bill was laid over until 
the report had been made. Senator Sauthoff, 
chairman of the investigating committee, an- 
nounced that the report will be ready probably 
by the end of the week. Testimony before the 
committee during the past few days was on 
three specific points. It was specifically denied 
by Attorney General H. L. Ekern that he rep- 


resented any insurance companies as charged 
by Insurance Commissioner Smith when he 
appeared before the State senate in opposition 
to the insurance codification bill. 


Hearing on Iowa Banking Law Regarding 
Deposit Preference 

Des Mornes, IA., June 16.—Iowa’s law, 
which gives public deposits preference over 
private moneys in case a bank fails, is to have 
a hearing next week. The hearing will con- 
cern itself with the validity of a decision of 
the State supreme court which says that the 
law was repealed two years ago by an act 
which paralleled the national banking law. The 
hearing will come before the full bench. 

Attorney General Gibson contends that when 
the fortieth general assembly passed a law con- 
forming to the national banking law as to 
liquidation of defunct banks, it automatically 
repealed the special preference enactment, and 
the supreme court sustained this contention but 
the opinion was not presented to the full bench. 

Attorneys representing bonding companies 
aver that certain technicalities were either over- 
looked or ignored in filing the case and there- 
fore have filed a petition asking that the pend- 
ing suit for a rehearing by the full bench be 
thrown out of court and that a reversal of the 
previous decision be made because of the sub- 
mission of additional evidence showing that 
the ruling was based upon an_ untenable 
promise. 





S. C. Doolittle’s Sales Article 

S. C. Doolittle, manager of the production 
department of the Fidelity and Deposit Com- 
pany of Maryland, has contributed an instruc- 
tive sales article to the May issue of “Class.” 
The article describes the aims of the new cam- 
paign for contract hond business which has re- 
cently been launched by the Fidelity & Deposit, 
and should prove of genuine interest to surety 
men as well as to insurance advertisers. 


National Union Indemnity Projected 
A new company which it is proposed to or- 
ganize at Pittsburgh, Pa., is to be styled the 
National Union Indemnity Company. It is 
to have an initial capital and surplus of 
$1,000,000, and will be under the same control 
as the National Union Fire. 


F. L. Shove Resigns 
F. L. Shove has resigned, as of June 15, 
from his post as manager of the casualty de- 
partment of the Northwestern Casualty and 
Surety Company of Milwaukee. 


Heads Bond Division 
Herbert Hitchings, of the Fidelity and Cas- 
ualty Company, has been transferred to the 
Milwaukee branch to become superintendent 
of the bond division there. He has been in 
the bond departntent of the home office at New 
York. 
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GOLF TOURNEY 





Casualty and Surety Club of New 
York Holds Annual Contest and 
Dinner 





A. DUNCAN REID’S ANNOUNCEMENT 





Head of Globe Indemnity Will Donate 
‘‘Grandaddies’ ’’ Prize—President’s 
Trophy Won by John A. 
Cochrane 
The annual golf tournament and dinner of 
the Casualty and Surety Club of New York 
was held at the Baltusrol Country Clubtin New 
Jersey, last Tuesday afternoon and evening. 
Those who played the “ancient and honor- 
able game” numbered 124, while 119 remained 
for the banquet which followed the tourna- 

ment. 

One of the features of the banquet was the 
short speech made by A. Duncan Reid, presi- 
dent of the Globe Indemnity Company, when 
he presented the A. Duncan Reid trophy. Mr. 
Reid announced that the influx of former mem- 
bers had impelled him to present a Grandad- 
dies’ Trophy, to be competed for in suceeding 
seasons by men not less than fifty years of age. 
Such contestants must have at least one grand- 
child, said Mr. Reid. He also eulogized the 
fine spirit of the Casualty and Surety Club; 
paid a tribute to the memory of Ralph Folsom, 
and urged club members to “believe in each 
other and believe in the good qualities of busi- 
ness competitors.” 

E. A. St. John, president of the National 
Surety Company and president of the club, 
acted as toastmaster and awarded all the prizes 
except the A. Duncan Reid trophy. 

W. D. Driscoll, as chairman of the golf 
committee, had charge of the tournament play 
and the arrangements for the dinner were car- 
ried out by Frank Law, secretary of the club 
and a member of the National Surety’s staff. 
The various events, and the men who won 
them, were as follows: 

President’s Trophy— 
Won by John A. Cochrane, vice-president, 
National Surety Company. 
A. Duncan Reid Trophy— 
Won by James A. Rowe. 
Class A, 36 Holes— 

Won by Clarence C. Tibbeth, first; A. D. 

Edwards, second. 
Class B, 36 Holes— 

Won by J. A. Rowe, first; W. D. Ken- 

nedy, second. 
Class C, 36 Holes— 

Won by Welles Allen, first; Willianr Earl, 
second. 

Best 18 Holes During the Afternoon— 

Won by H. P. Jackson. 

Company Trophy— 

Won by Standard Accident Insurance 
Company, first: Welles Allen and Wil- 
liam MacFord. London Guarantee and 
Accident Company, second; J. M. 
Haines and A. D. Edwards. 

Best Ball Twosome— 

Won by A. Duncan Reid and S. F. Nor- 
wood, first; G. F. Naught and William 
Tomlins, second. 

Guests’ Trophy— 

Won by Dr. O. S. Nato, first: T. N. 

Taliaferro, second; B. C. Conklin, third. 








Casualty, Surety, Etc. 


LHE SPECTATOR 


Thursday 











Advertising from the Viewpoint of a 
Casualty Company Executive 


(Continued from page 4) 


this and respond. The sending out of cir- 
culars by companies in their regular mail has 
been practiced successfully, but nothing takes 
the place of personal solicitation. 

Whether or not the casualty companies can 
see their way clear to go in for large-scale 
advertising, we feel it will help the agent to 
advertise locally, provided he does it per- 
sistently and sufficiently, and you can guide 
the agent in his local advertising so that both 
he and his company may get the best results 
from his efforts along this line. 

The character of advertising is rapidly 
changing for the better. I do not believe there 
is any more effective advertising being done, 
nor do I believe any better could be done, than 
that being done at the present time by the 
Metropolitan Life Insurance Company. They 
are creating a kindly feeling on the part of 
the public not only to themselves, but to life 
insurance as a whole: and in my opinion if the 
casualty insurance companies would follow this 
example, instead of making the principal ap- 
peal to the public as to their assets, financial 
strength, etc., it would not be long before the 
insurance business as a whole would feel the 
beneficial effects. 

An illustration of the change coming into the 
advertising field occurred in Baltimore a few 
weeks ago. Some years ago a small store was 
started. It rapidly expanded and it was found 
necessary to erect a new building to keep up 
with its business. It was what might be called 
a department store. A few weeks ago the 
new building was opened for business, which 
they advertised extensively, and on the after- 
noon of the opening every competitor of that 
store in the city of Baltimore, with one ex- 
ception, devoted its advertising to extending 
congratulations and good wishes to their com- 
petitor. I mention this because I do not be- 
lieve this could have taken place even ten years 
ago, and it is a lesson to the insurance com- 
panies. 

A way in which the casualty companies are 
now spending several million doilars a year is 
in safety inspection work; and while this is 
not primarily advertising it can be made the 
basis of valuable advertising. 

In this connection, the casualty companies 
have at hand a subject which can be used by 
them in the same manner as the Metropolitan 
Life Insurance Company use health as a basis 
for their advertising. I refer to accident pre- 
vention. If not as important as health, it is 
certainly next to it in importance, and the com- 
panies could choose no better subject for their 
advertising than this. 

I represent a branch of the insurance busi- 
ness which has done very little general adver- 
tising. When I say “general advertising” I 
mean advertising addressed to the people as a 
whole. All casualty companies advertise 
directly to the individual by circulars, etc. One 
or two advertise nationally in the magazines, 
but it is not a general thing. Practically all 


advertise in the insurance press, and while this 
is in a way general it is addressed to one class 
only—insurance men National advertising is 
expensive, especially as it must be kept up in- 
definitely if the right results are to be hoped 
for; and unfortunately for the casualty com- 
panies as a whole the last two years have not 
been profitable ones, and most of them have 
not been able to bring themselves to believe 
that the expenditure of such a large amount is 
justified by the individual company. 

The company with which I have honor to be 
connected some years ago did some national 
advertising. I am frank to say it was a decided 
failure. I refer to both the advertising and 
the results. We had the answers keyed and I 
do not believe we received one reply from a 
prospect we could write. Most of our replies 
were received from blind asylums, poor houses, 
etc. The principal reason for the failure was 
the character of the advertisements. If we 
had written our copy as we know to-day how 
it should be written I am sure the results 
would have been better. 


BENEFITS OF ADVERTISING 

As I see it, the principal benefit an insurance 
company receives from general advertising is 
in getting the public familiar with its name, 
and psychology does the rest. When the pros- 
pect is approached, and a name made familiar 
to him by his having seen it in print over and 
over again is mentioned as the company repre- 
sented by the solicitor, he immediately thinks he 
knows the company, and that part of the sales 
resistance is eliminated. It is the same prin- 
ciple which used to govern as to an insurance 
company owning its own home office building. 
You all remember how the letterheads of all in- 
surance companies carried pictures of their 
home office buildings, if they had them. If 
not, they carried, in many cases, cuts of build- 
ings of others in which they had offices. The 
picture, no matter what might be the real finan- 
cial condition of the company, carried the mes- 
sage which generally registered that that com- 
pany had “the strength of Gibraltar.” If a 
company did not own its own home office build- 
ing it was looked upon with suspicion, and the 
aim of every insurance company in those days 
was to own a building. 

One of the greatest benefits which would 
accrue to the companies by joint general ad- 
vertising would be the creation of a friendly 
attitude upon the part of the press towards cas- 
ualty insurance. There is no definite or thor- 
oughly grounded conviction against our busi- 
ness. People are indifferent towards it, igno- 
rant of it, and the press is inclined to accept 
as true and print unwarranted accusations 
against it. Take the trade press, for instance. 
A modest sum of money annually would give 
us reasonable institutional advertising repre- 
sentation in the leading papers of all kinds in 
the country. Such advertisements should be 
devoted to bringing before the readers the con- 
structive side of the casualty and surety busi- 
ness, and there is a great story in this when 
once properly assembled and properly told. I 
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NOW READY 





Practice of 


Workmen’s Compensation 
Insurance 


A treatise upon the necessity for and 
development of workmen’s compensation 
insurance, together with much informa- 
tion as to its practice. 


By Saul B. Ackerman 


Assistant Professor of Insurance 
New York University 





A New and Comprehensive Book 
Soon to be Issued 





If you are a broker or agent selling 
Workmen’s Compensation Insur- 
ance, can you offer the following 
services? 


1. Explain the important provisions 
of the Workmen’s Compensa- 
tion laws in the United States. 


2. Assist an injured employee to 
present his case before a Com- 
mission. 

3. Advise an employee concerning 
rehabilitation. 


4. Explain the important Work- 
men’s Compensation legal de- 
cisions. 


5. Explain how a manual rate is 
made. 


6. Outline a campaign for accident 
prevention. 


7. Explain to an insured how he 
can reduce his rate by properly 
improving the physical condi- 
tion of his plant. 

8. Explain to an insured how his 
rate is computed in accordance 
with the Experience Rating 
Plan. 


These topics and many others are 
discussed in detail in the new book 
entitled ‘‘Workmen’s Compensa- 
tion Insurance’ to be published 
shortly by The Spectator Com- 
pany, written by S. B. Ackerman, 
Assistant Professor of Insurance of 
New York University. 


Every one having to do with Work- 
men’s Compensation Insurance, in 
any way, will find this a most use- 
ful work, as it contains information 
upon every phase of Workmen’s 
Compensation Insurance. 


Price per copy $4.00 
Bound in cloth 
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believe such a program would break down any 
indifference towards our business on the part 
of the publications which we might thus 
patronize; and due to the fact that the press 
harbors no conviction against us we may rea- 
sonably expect such a program would result 
in the creation of a friendly attitude and a dis- 
inclination to print unwarranted accusations or 
assist in disseminating attacks upon the busi- 
ness. I am told when the farm bureau in the 
fire insurance business recently proposed an in- 
stitutional campaign through the farm papers 
the news stories and editorial comments in 
those papers relative to insurance passed 
through a most radical change. 

Last December at a meeting of the large 
majority of the prominent stock casualty and 
surety companies a committee was appointed to 
consider the question of an organization to 
take charge of the public relations of the cas- 
ualty and surety companies. This committee 
has been at work for the past five months, and 
will meet next week for the purpose of draw- 
ing up its final report to the companies. The 
writer has the honor to be chairman of this 
committee; but I do not feel at liberty to say 
to you what will be in this report, as the com- 
panies have not yet received it. I can say 
to you however, without betraying any con- 
fidence, that, as a part of this work, many of 
the companies are in favor of a general ad- 
vertising campaign of the stock companies 
jointly, addressed to the public, with the idea 
of impressing the public with the extent of the 
business and what the companies are trying to 
do. This idea is also looked upon favorably 
by some of the large fire companies. 


Better RELATIONS WITH THE PUBLIC 

The development of better relations with the 
great unorganized public is largely a question 
of familiarizing people in general with the 
fundamentally helpful mission of insurance and 
of making them understand that the business 
is conducted on the principles of equitable 
rates, prompt and fair adjustments and a real 
spirit of personal consideration. With such 
a true concept of the nature of the insurance 
business, the public will be able to appraise at 
their true value the motives which lie back of 
misleading and antagonistic statements. 

One of the greatest needs of the casualty 
business to-day is the sympathetic interest of 
the public as a whole. There are several means 
of securing this, among them being advertis- 
ing in a general way with the general public. 
Public utilities subject to Governmental regu- 
lations have thought it necessary and commer- 
cial enterprises not subject to Governmental 
control have found it profitable to carry on 
extensive, well-organized campaigns, designed 
to carry a friendly public interest and sympathy 
for those things. This has been done by these 
agencies largely through the printed word. 
Public utilities being generally a local proposi- 
tion have advertised intelligently through the 
newspapers; commercial enterprises through 
the national magazines. A friend of mine 
much interested in this subject puts it in this 
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way: ‘Raisins, hair-nets, bacon, paint, jew- 
elry have literally been “sold” to the Ameri- 
can people by skilfut men who have known 
how to interest the public in these things. 
“Have you had your iron to-day?” never grew 
better raisins, but it sold tons of them. “Save 
the surface and you save all” did not improve 
the quality of paint, but it spread it over 
square miles of unpainted surfaces. 

The experience of the few companies who 
have started out in the national field will be 
watched with interest. Whether it is advis- 
able for the companies individually to under- 
take such a campaign, I am not prepared at 
this time to say; but there is no question that 
there is a need for a better understanding of 
the companies on the part of the public, and 
the public should be educated to the value of 
casualty insurance. This could be done by the 
companies jointly. 

In a very brief space of time the members 
of your conference have put into the organ- 
ization energy, zeal and intelligent thought, 
making it a virile and constructive force and 
demonstrating their sincere belief in the value 
of their work. The programs at these semi- 
annual meetings have been planned with much 
thought toward making them helpful, and I 
am sure the discussions have been productive 
of good. Through study, interchange of ideas 
and discussion you are formulating standards 
which will I believe be of great help. 

I am a firm believer in advertising; but, 
like everything else, it has to be done in an 
intelligent way to be effective. Your organiza- 
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tion has great possibilities. tt also has many 
problems. If you will carry on in the way you 
have started I am sure you will fully justify 
its existence and will have the satisfaction of 
knowing you have contributed not only to the 
success of your company, but to the insurance 
husiness as a whole. 

I may be mistaken—there are no doubt those 
who will not agree with me—but my own idea 
as to how you can best serve your companies 
in the general advertising you do for them is 
hy subordinating the company and, speaking 
generally, advertising the line of insurance in 
which you are engaged. In advertising in the 
insurance press you rightfully advertise the 
company because you are appealing to those in 
the insurance business. Even in these papers 
most effective advertising has been done by 
Edson S. Lott, president of the United States 
Casualty Company, his advertising having so 
far as the printed word is concerned subordi- 
nated his company, and he has spent his com- 
pany’s money for casualty insurance as a 
whole. Emphasize the company in your cir- 
culars describing the various lines written by 
your company in those having to do with the 
coverage given by your policies, in general, 
whenever you are making a direct appeal to the 
individual; but when you are making your 
appeal to the general public then make your 
appeal along general lines, such as fire and 
accident prevention, conserving health, etc. The 
results would be that the general public would 
know you, not as an institution with millions 
of dollars and therefore subject to the attack 
of every radical, but as a real benefactor, 
showing a sincere interest in the welfare of 
everyvbody—not only your own policyholders, 
and the attitude of the public toward the com- 
panies would be one which would redound to 
the benefit not only of the companies, but of 
the business as a whole. 

This is the thought I should like to leave 
with you. 


Insurance Decisions 

(Concluded from page 19) 
be the directors of the Russian Reinsurance 
Company and demand the return of its funds 
have held their meetings in Paris, although the 
charter provides that the place of residence of 
the board of directors is at St. Petersburg. 
The decrees of the State of Russia nationalized 
the business of the plaintiff, sequestered the 
property of the corporation in Russia and ap- 
propriated it to the Russian Government. The 
charter provides in regard to the directors that 
“the details relating to the management of the 
business by the board will be determined by an 
instruction to be approved by a general meet- 
ing of shareholders” and that “all matters re- 
lating to the affairs of the company may be 
examined and decided upon at the 
meeting of shareholders.” Conditions, 


general 
how- 
ever, have made it inmmpossible for the share- 
holders to meet, pass upon the details of the 
corporate affairs and give directions to the 
directors. No new directors have been elected 


for a period of years and the old directors still 


claim the power to represent the corporation. 
The circumstances, however, have changed the 
conditions under which the agency was to be 
exercised and have made inoperative the checks 
and restraints provided by the charter by meet- 
ings of the shareholders. The court therefore 
held that it is questionable whether the agency 
continues in full force and effect after the lapse 
of years. The question has not been decided 
and different courts might reach different con- 
clusions. 

Certainly the directors are not, in any event, 
entitled to these funds, which belong in form 
to the corporation; the policyholders, creditors 
and shareholders are eventually entitled to it. 
It is difficult to see how a distribution of assets 
could be carried out any place except in Russia 
where the company is forbidden to do business. 
This court will not order the removal of prop- 
erty from a trustee approved by the Superin- 
tendent of Insurance until proof is made that 
the removal will serve a corporate purpose. 

Further an action might be maintained 
against the defendant trustee, Bankers Trust 
Company, in a foreign country, in which the 
defendant would be compelled to pay a second 
time. We are unable to protect this defendant 
against a second recovery, and there is there- 
fore a strong consideration against assuming 
jurisdiction of this action. 

Judgment of Appellate Division reversed and 
judgment of trial term affirmed, dismissing the 
complaint without cost. Russian Reinsurance 
Co. vs. Francis R. Stoddard, Jr., as Supt. of 
Bankers Trust Company, et al., 
Court of Appeals, 240 N. Y. 140. 


Insurance, 


Cutting the Cost of Auto Insurance in Half 

The book bearing the above title, compiled by 
H. A. Bayern, automobile specialist, and pub- 
lished by The Spectator Company, is receiving 
compliments from insurance men. Among those 
received is one from Floyd N. Dull, resident 
vice-president of the Commercial Casualty of 
Newark, at New York, who says: 

I have read with a great deal of interest your 
book on Cutting the Cost of Automobile In- 
surance in Half, and feel that you have con- 
tributed a great deal to the proper education of 
the public in the matter of safe and sound auo- 
mobile. insurance. 

The book mentioned thoroughly demonstrates 
the necessity for automobile insurance of all 
kinds, and shows forcibly the perils of not car- 
rving proper insurance. Judicious distribution 
of this book by agents and brokers among their 
clients and prospects is almost certain to pro- 
duce increased business. In paper binding this 
hook sells at $1 per copy, and in flexible binding 





at $1.50, with liberal discounts on quantity 
orders. 
American Fire and Marine Will Add to 


Capital 

The American Fire and Marine Insurance 
Company, Galveston, proposes to further in- 
crease its capital by taking care of the over- 
subscriptions which came in during the recent 
increase of capital from $100,000 to $250,000. 
A special meeting of stockholders has been 
called for June 16 to vote on the matter. 
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W. E. Floyd Becomes Commissioner of 
Insurance and Revenues in Arkansas 
Littte Rock, ArK.—The act passed by the 

recent session of the legislature abolishing the 

office of Insurance Commissioner and State 
fire marshal and substituting the office of Com- 
missioner of Insurance and Revenues, became 
effective June 10. On that date Governor 

Terral announced the appointment of W. E. 

Floyd as Commissioner of Insurance and Rev- 

enues. Mr. Floyd was serving his third term 

as a Commissioner of the Arkansas Railroad 

Commission. Previous to his entry into State 

politics he was postmaster at Little Rock for 

several years and was previous to that secre- 
tary of the original railroad commission. 

The department of insurance and revenue 
takes over the duties of the Insurance Commis- 
fire marshal, the inheritance tax 
attorney, the severance tax division of the rail- 
road commission, the cigarette tax bureau of 
the treasurer’s office, the gasoline tax bureau 
of the auditor’s office and the cigarette license 
tax division of the board of health. The Com- 
missioner will receive $4000 a year. 


sioner and 


“To the Ladies” 

The Guardian Life Insurance Company of 
America has issued a new booklet, entitled “To 
the Ladies’ and announcing its contents as 
“written expressly for them—but directed at 
men.” The booklet discusses the various 
aspects of life insurence and urges women to 
take an interest in this form of protection both 
for the welfare of themselves and that of their 
families. It is handsomely printed and car- 
ries illustrations in old style which make its 
title extreniely appropriate. 





International Lloyds 

The International Lloyds, Chicago, now lo- 
cated at 646 North Michigan boulevard, will 
move into their newly purchased five-story 
building at 219-229 North Michigan boulevard. 
On account of the increase of business that 
this company is witnessing, it will be neces- 
sary to occupy an entire floor, of seven thou- 
sand feet. 





PERSONAL ITEMS 





Arthur A. Fisk, assistant supervisor of pub- 
lications of the Prudential Insurance Company 
of America, has received the sympathy of his 
many friends by reason of the death of his 
father, Charles William Fisk, of Orange, 
N. J. The elder Mr. Fisk spent his entire life 
in journalism, having been for fifteen years 
editor of the New York World. 


Herbert H. Kirschner, manager of the In- 
surance Publicity Bureau, San Francisco, is 
in New York. He arranged his trip East so 
as to be present at the meeting, last week, of 
the Insurance Advertising Conference. 


Gayle T. Forbush, United States manager of 
the Royal Exchange Assurance Company, 
sailed Saturday for England. He was accom- 
panied by Mrs. Forbush. They expect to re- 
main until about August I. 
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SALESMEN WANTED 


Reliable Men in Arizona, New Mexico and Texas 
for All or Part Time to Sell Old Line Life 


Insurance. 


Attractive Policies. 


If You Are Already Writing Insurance Stop That 
Leak in Your Income by Placing Your Declined 


Business With Us. 


THE TWO-REPUBLICS LIFE INSURANCE COMPANY 


EL PASO, TEXAS 


Liberal Commissions. Both 


Standard and Sub-Standard Risks. 




















The Royal Union Life 


Insurance Company 


Des Moines, Iowa 


STRONG AND PROGRESSIVE 


PAID TO POLICYHOLDERS— 
Over $19,000,000.00 


INSURANCE IN FORCE— 
Over $138,000,000.00 


A. C. Tucker, President 


D. C. Costello, Secretary Wm. Koch, Vice-Pres. 








MEN 
WHO 





THINK 


they are built for speed and endurance 
and can qualify for general or state agency 
work, will find it to their advantage to 
communicate with 


THE LIBERTY LIFE 
INSURANCE COMPANY 


Liberty Life Building, 


Topeka, Kansas. 
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A Debit Is What You Make It 


By Wittram C. Morton, 


Registrar, Life and Casualty Insurance Company of Tennessee, Nashville 


Success on the debit 
Suc- 


Results follow causes. 
is due, not so much to genius as to toil. 
cess in almost any line can finally be attained 
if a man works hard enough and long enough. 
It would be hard to believe that a man could 
continue to work faithfully on a debit and fail. 
On the other hand, it is just as presumptuous 
to say that a man could half-heartedly collect 
a debit and finally succeed. Very few people 
succeed in spite of themselves or their efforts. 
If you are a successful debit man, it is the re- 
sult of the proper execution of good plans. 
A. M. Burton, to my mind one of the grcat- 
est insurance executives in America, advises the 
field force thus: “Success is attained by mak- 
ing successful plans and then working your 
plans.” To my way of thinking, that is one 
of the greatest truths that has ever been uttered 
for the debit man. A man without a plan is 
like a ship without a rudder. No destiny can 
ever be reached without a desire on our part to 
reach it. 


If every ambitious debit man fully got the 
significance of the fact that his debit rested 
with him, there would certainly be a great 
change in the entire profession. Of course 
many things might be considered. I realize the 
fact that company co-operation, mutual assist- 
ance from home office nen and all that has a 
great deal to do with an agent’s success. But 
in this article [ am going on the assumption 
that all those things are first-class. And in a 
majority of cases I believe they are, because 
every company official is anxious that his com- 
pany leave no stone unturned for the success 
or growth of the business. This being true, 
he is naturally interested in the success of the 
agency force. 

Recently I heard a successful district man- 
ager make a very instructive address on 
It was a very 


‘ ° . . 
‘Eliminating Balance Due.” 





seldom occurrence for him to final an agent 
with a balance due in his account. The main 
point he emphasized was this: “Boys, it can 
be done if you are on the square.” In other 
words, he went on to say that if both the agent 
and the district manager were anxious and will- 
ing to deal honestly with each other and with 
their policyholders and the company, the ques- 
tion of a balance due would be a very rare 
occurrence. I believe he is right. Then I 
heard another manager in speaking along the 
same line say that he considered a balance due 
in an agent’s account as a personal matter with 
him, that the agent was actually indebted to 
him for the amount. He told of one case in 
point and how he collected it. As a result of 
his viewpoint, he never has any so-called “pen- 
sioners” on his payroll. After a short con- 
versation with these two successful district 
managers, I was quick to see more clearly 
than ever before this fact: The stccess or 
failure of the debit is mostly with the agent. 
To you T would present this question: What 
will you make it to be? 

Since it is conceded by every one that the 
success of debit depends more upon the debit 
man than any one else, it just as much follows 
that we should do all in our power for or in 
their behalf. The fact that the success of the 
great institution of life insurance depends 
mostly upon the agent should be all the incen- 
tive that any ambitious agent should want. No 
man should ask for a greater compliment thin 
that. Resolve, therefore, to handle this re- 
sponsibility carefully and cheerfully. In order 
to help the debit man as much as possible, I 
offer the following suggestions for what they 
are worth. Try them out. 

Do EvEeryTHING TO A FINISH 


In other words, whatever task you under- 
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take, see to it that it is not only completed as 
it is supposed to be but that it is done better 
than anyone else can do it. The man who only 
does his duty well enough to meet the demands 
is entitled to credit but the man who does it 
better than anybody else can do it is entitled 
to praise. And right here I would like to 
impress this fact: If you are a manager or 
superintendent and have men under your care 
and they excel in anything, tell them about it. 
Let thenr know you appreciate it. To my mind 
there is nothing that will make men more loyal 
than to know that their efforts are appreciated. 
Do not flatter them but congratulate them and 
say: “Mr. Agent, I just want you to know 
how much I appreciate the manner in which 
vou are doing your work.” And if your men 
do things in a way that especially attracts your 
attention, call attention of that fact to your 
agency director and let your agent receive a 
letter of appreciation from the home office. 
Every man likes to be congratulated for his 
ability. It is human nature. If you wish to 
have your men appreciate the fact that the 
success of their debit rests with them, tell 
them such good things and by so doing, you 
will get next to the man’s heart and after all, 
that is the place to hit. 

One of the best reasons for doing things to 
a finish is that it gives you self-respect. A 
man who, knowingly does a poor job when 
he is being paid for a good one is guiltv of 
false pretenses. This 
form of carelessness, this disregard for others 
and their rights, grows out of one’s failure to 
recognize the great law of the brotherhood of 
one’s inability or 


getting money under 


man; it also is caused by 
lack of desire to understand clearly that he 
who thus refuses to do his duty really hurts 
himself and dangers his own soul, in a way 
for which no temporary gain can at all com- 
pensate. There was one an old Norseman who 
said: “T believe neither in idols nor demons: 
T put my sole trust in my own body and soul.” 
The ancient crest of a pick axe with the motto, 
“IT will either find a way or make one,” would 


be a good motto for any debit man. 





WatcH THE LittLteE THINGS 

It is the seemingly small things that will 
ruin a debit. A small lapse of ten or fifteen 
cents may appear very trivial but when it is 
multiplied by fifty it means more. You may 
not make all the calls when you have promised 
to do so but the first thing you know, if you 
continue such practices, you will have fewer 
calls to make. Negligence, no doubt, is one of 
an agent’s greatest faults. Negligence is close 
akin to procrastination. The best time to write 
a prospect for insurance is the first time you 
call. Do not deal much in postponements. If 
some one tells you of a next door neighbor who 
wants some insurance, do not defer the matter 
but get a hustle on. 

Another seemingly small thing to most of 
us, and yet it is one of the greatest things in 
the world, is that of being courteous. To speak 
abruptly or gruffly to some one who has per- 
haps taken a policy in another company is not 
going to help you any. But to congratulate 
such persons for their prudence in looking 
after their loved ones is to gain their good will. 
To speak disparagingly of other companies and 
their representatives will always do harm and 
will never accomplish anything worth while. 
In other words: No man will ever succeed 
by belittling the other man and his wares. 
The chronic grouch and kicker is as much of 
an undesirable citizen as is the bootlegger. And 
people know that. If my grocery man should 
“run down” his competitor on the next corner, 
I would very soon quit trading with him. And 
he knows that. If you expect to “boost up” 
your company and its policies, you can better 
do so by talking the value of your own con- 
tracts than by showing the weakness of your 
competitor. It is all right to show where your 
contracts surpass those of your competitor’s, 
but it is not common sense to try to prove that 
those of your competitor are no good. Boost 
your own business and your success will boost 


you. 
But get this: “A debit is just what you 
make it.” 


Industrial Agents Meet 

RicnoMonp, Va., June 13.—The fourth an- 
nual meeting of the industrial agents of the 
Life Insurance Company of Virginia in South 
Carolina, was held at the Jefferson Hotel, in 
Columbia, on June 11. O. R. Huskey, district 
manager at Anderson, presided as toastmaster. 
L. B. Gilham, district manager at Columbia 
welcomed the visitors. A. B. Thompson, dis- 
trict manager at Greenville, responded. Ad- 
dresses were made by R. B. Pegram, assistant 
secretary; F. E. Hall, superintendent of ordi- 
nary agencies; William: Thornton, manager of 
the conservation bureau; S. C. Chandler, trav- 
eling instructor of ordinary agents, and J. V. 
Murray. district manager at Charleston. Fol- 
lowing the adjournment of the meeting, the 
agents witnessed a baseball game. They were 
also carried on a sight-seeing trip through the 
city in automobiles. H. T. Cale, district man- 
ager at Augusta, Ga., invited the South Caro- 
lina agents to hold their 1926 meeting in 
Augusta. 
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Robert B. Tapia Succeeds Father at 
Mobile 





J. L. SCOTT AT OAKLAND 





Many Promotions to _ Assistancies—A. 
Aronstam Leads Division B in 
Ordinary 


Robert B. Tapia has been appointed man- 
ager of the Mobile agency of the Prudential 
Insurance Company of America, succeeding his 
father, J. R. Tapia. whose death recently re- 
moved one of the veterans of the Prudential’s 
field service. The announcement is made in a 
bulletin from the Frudential home office in 
Newark, N. J., which states the appointment 
became effective June I. 

The new manager is thoroughly grounded in 
life insurance. He began as a boy, accompany- 
ing his father on business trips about the coun- 
try. On January 1, 1920, he was taken into 
partnership under the firm name of Joseph R. 
Tapia & Son. 

This was the outgrowth of an insurance 
agency established in Mobile by the elder 
Tapia more than twenty-five years ago. Mr. 
Tapia then operated under the supervision of 
the Prudential Atlanta field headquarters, but 
in 1903 Mobile was designated an independent 
agency, with Mr. Tapia in charge. 

During the year 1900 the agency produced 
new business amounting to $343,934. In 1924 
the new business aggregated more than $1,- 
500000, and the insurance in force closely ap- 
proximated $11,000,000. Mr. Tapia was first 
associated with the firm of Tapia & Hogue, but 
in 1905 Mr. Tapia assumed the managership 
alone, and continued until he took his son into 
partnership, whereupon Robert assumed an 
active part in the conduct of the agency. 

On May 18 Superintendent Jesse L. Scott 
assumed charge of the Oakland, Cal., district, 
succeeding the late C. R. Showalter. Mr. 
Scott, a veteran, with service in many parts 
of the company’s field, previous to his transfer, 
was superintendent of the San Diego, Cal., dis- 
trict, where an unusually fine all-around record 
distinguished his management. 

Harry G. Gibbons. with conspicuously splen- 
did industrial and records to his 
credit year after year as assistant superintend- 
ent at Long Beach, Cal., was rewarded by pro- 
motion to the superintendency of the San 
Diego, Cal., district, on June 1. 


ordinary 


Enthusiasm 


The superintendent who hopes to be a suc- 
cess, often overlooks or underestimates the 
value of enthusiasm and the many different 
ways of producing this vital necessity for staff 
success. Many mistake enthusiasm as an out- 
ward demonstration only, or that to create it 
one must be a spell-binding orator, one who 
can raise men out of their chairs to shout, 
“hooray,” etc. This is all fine and can be, and 
is used to some advantage, but I am of the 
opinion that this kind of effort loses its edge 
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after a few days and with many its effeg is 
lost as soon as a meeting of this kind ig oye, 

A staff of men who are bound by ties 4 
loyalty and co-operation are on the road 4, 
success. Now, Mr. Superintendent, if yoy are 
alive on your job you will train the agent along 
lines that will assure success. 

Whenever the opportunity presents, compli. 
ment your staff, also the fellow who is lead. 
ing in any particular branch of the business 
and thus keep them endeavoring to do their 
best. 

Perhaps it may help someone if an example 
were given. Sow the seed of leadership in 
the mind of the agent with personal help. Help 
him to get started, then by continued help as. 
sist him to climb to a position nearer the top, 
watch his condition of debit and help him 
avoid a heavy lapse or anything that woul 
dampen his ardor to lead his district, his diyi- 
sion or the company’s entire field. A word of 
cheer, a pat on the back now and then, will 
keep him going and he will become a big joint 
producer. 

About one night each week should be given 
this man to help him with his ordinary and by 
offering this help you have won a place in his 
heart as a real fellow worker and one he can 
look to for help when needed. 

Sow the seed of ordinary production in the 
mind of all of the agents. Keep a sharp look. 
out for the industrial; go with him on some 
industrial calls. If he does not have any calls 
have some of your own to give him or, better 
still, canvass with him. Keep his industrial 
allotment up to standard and he will make the 
ordinary also. This gives to your staff a feel- 
ing of confidence in your ability to do things, 
that stiffens their backbone for any call that 
may be made upon them. 

Tt may require a little more on the superin- 
tendent’s part, but it is worth every effort you 
may have to put forth, for a staff that has the 
day in and day out enthusiasm that is bred 
from loyalty and co-operation is always a win- 
ner, 

This is not theory, but a common-sense sys- 
tem that possibly everyone knows, but often 
we do not practice the things we know and if 
we are reminded that another is doing well on 
these common sense methods this may help 
some to come through and be a big’ success. 
Everyday enthusiasm can be made contagious, 
by your personal loyalty and co-operation to 
your district, manager and home office.—The 
Banner. 


The Successful Assistant 


The successful assistant must be a master of 
detail. Attention to little things is necessary in 
order to maintain a smoothly working organ- 
ization. 

The prompt and correct completion of ap- 
plications, transfers, inspection books and other 
forms helps clear the road ahead, and is an 
indication of efficiency. 

Neglected details become obstacles in the 
forward path and consume the time that should 
be devoted to forging ahead.—Field News. 
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Habit and System 


A teacher of languages was endeavoring to 
iflustrate to a foreign pupil the application of 
the word miraculous. “If a man should fall 
out of a fourth-story window to the ground 
without hurting himself, what would you call 
it?” he asked. “Accident,” replied the for- 
einer. “That is not what I mean,” rejoined 
the teacher. “Suppose that he did it a second 
time. What would it be?” “Coincidence.” 
answered the pupil. “That’s not it, either. 
Now, let us say that the man did it a third 
time. What would you say it was?” 
pupil pondered awhile and finally answered: 
“Habit.” 

We may form any sort of habit, even that of 
falling from a fourth-story window, providing 
we perform the act a sufficient number of 
times, with regularity. The method is simple, 
but sometimes difficult. It consists of resolv- 
ing upon a certain mental or physical action 
and adhering to it persistently until it becomes 
habitual. In the early stages of this process 
no exception whatever should be allowed. 
After a habit has become confirmed, wisdom 
and expediency may justfy occasional devia- 
tions from it. 

Habit of thought and action is at once the 
seed and the outgrowth of character. A man 
may not be fairly judged by isolated actions, 
but by his customary conduct. Every habit 
which we acquire is like a branch grafted to a 
tree. It is a permanent addition and will affect 
the entire tree. This thought should influence 
us toward fostering or checking a habit at its 
very inception. 

Habit is the essence of economy. The man 
whose life is regulated by good habits moves 
along the lines of least resistance. Habit malkzes 
action easy and, as a consequence, saves time 
energy and thought. But for the facility de- 
rived from acquired habit we could not accom- 
plish one-tenth of what we do each day. If 
the hundred-and-one acts which we perform 
between the time of rising and reaching the 
office were not mostly mechanical we would 
hardly get downtown before noon. 

I have said enough to indicate that habit 
may be made a powerful agency in the pro- 
We shall not dwell 
upon the self-evident value of good personal 
habits in this respect, but will confine our- 
selves to a few remarks upon strictly business 
habits. 

Habitual regularitv of hours is of the utmost 
importance to us. Most especially should we 
make a point of starting work at a fixed time 
every day. Unon the accomplishment of this 
will depend the establishment of other desir- 
able habits, such as regular rising, and laying 
out at the close of each day the work for the 
next. 


motion of your business. 


In the canvass, sale and delivery of a policy 
there are certain essential things to he done. 
Decide upon the best way for doing each of 
these things, and make a habit of doing it that 
way every time. The pains you may expend 


on the acquirement of these habits will yield 


The - 


rich compensation in increase of ease and effec- 
tiveness. 

By way of illustration, let us take the matter 
of securing settlements with applications. This 
is largely a matter of habit. If you determine 
to make a settlement the rule, instead of the 
exception, in a few months you will experience 
no difficulty about the matter. When it has 
become a habit, it will save you an immeasur- 
able amount of money, time and trouble. Make 
a habit of calling upon each of your policy- 
holders at stated intervals. Here is your best 
source of new business, if you exploit it in- 
telligently. 

Let me remind you that it is greatly easier 
to acquire a habit than to eradicate one. You 
must be no less careful to guard against bad 
business habits than active in forming good 
ones. The beginner, in particular, should be 
watchful in this respect. By falling into faulty 
methods at the outset he may cause himself 
endless future trouble. He had better make 
slow progress, picking his way with circum- 
spection, than have to retrace his steps later. 
Many a promising man has owed his failure 
to the early acquisition of a few bad habits. 
On the other hand, there is no surer founda- 
tion for success than sound personal and busi- 
ness_ habits. 

Make a habit of forming good habits. 

In its application to business the word sys- 
tem conveys the ideas of order, method, rule 
and arrangement. A system may be described 
as a comprehensive plan of action and the 
operation of that plan. 

System is the balance wheel of thought and 
action. 
are to a watch. Fach part is useful—perhaps 
essential—but the effect is produced by the co- 
individual 


System is to success what the works 


ordination and co-operation of 
pieces. So with one of us, he may be possessed 
of intelligence. foresight 
and other valuable qualities, and yet be a fail- 
ure as a practical salesman. To secure eff- 
ciency from the various factors at his com- 
mand he must bring them into harmonious and 
economical working order. 

The basic requirements of achievement are: 
1. A definite conception of the purpose. 2. 
A definite plan of action. 

In order to do anything worth while you 
must have a clear-cut idea of your object. Set 
that up as a goal post. Use a liberal piece of 
hardwood for it. Paint it in glowing colors 
so that it may always stand bright and attrac- 
tive to your vision. Whenever it becomes tar- 
nished by the storm of adversitv and battered 
by the impact of difficulties, repair it and re. 
paint it. Keep it ever fresh. 

It is not sufficient to know what vou intend 
You must know precisely how you are 


energy, experience, 


to do. 
going to do it. 

Your plan of action necessarily be 
limited by the resources available. The impor- 
tant thing is to turn those resources to the best 
account. It is here that systenr plays its part. 
Tt enables vou to avoid waste effort and to 
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employ your energies in the most profitable 
It makes possible a constant and 
It keeps 
you moving steadily and surely toward your 


directions. 
intelligent control of your operations. 


goal. 

Now, the man who is addicted to haphazard 
processes will find it difficult to adopt method- 
ical practices; but the result will fully com- 
pensate for any pains that may be entailed in 
securing it. Once acquire the habit of sys- 
tematic work and your labors will be immeas- 
urably lightened, whilst their effects will be 
greatly enhanced. 

To the individual must be left the fornmula- 
tion of the main lines of his system. Oppor- 
tunity’ temperament, talents and other condi- 
tions will influence the matter. There are, 
however, certain principles and practices which 
may be laid down as essential elements of 
any efficient svstem of life insurance salesman- 
ship. 

You must decide upon a specific minimum 
amount of business to be paid for by yourself 
in the ensuing year. This is your immediate 
goal to be aimed at with all the determination 
you can maintain. Let us assume that this 
mark is $120,000. Then you should start each 
month with the accepted task of paying for 
$10,000, or, better still, each week, with the 
purpose of paying for $2500. 

Personally. I have found it advantageous to 
reduce this unit period of effort to the work- 
ing day. When I carried the rate book regu- 
larlv I made it a rule to do something each 
day that day by day advanced my interests. 
If, at noon, IT could look back at such an 
accomplishment my efforts were criticized in 
the remaining hours. Occasionally I found it 
necessary to work during an evening in order 
to avoid a break in my rule. That for the 
sake of discipline and moral effect more than 
anvthing else. 

The advantage of regular hours is obvious, 
and few of you need admonition in this re- 
spect. I am not quite so sure that we all appre- 
ciate the opportunities that are to be found at 
unusual times of the day. In every community 
there are business men who may be most favor- 
ably interviewed before nine o’clock, after five, 
or on Saturday afternoon. A few enterprising 
agents reap rich harvests by specializing in 
these comparatively neglected cases. 

Most agents use the calendar card system. 
Let me urge upon any man who is not employ- 
ing it to do so without delay. It is the easiest 
and most effective way of keeping track of 
your business. It enables you literally to place 
your hand on all your prospects in a moment. 
If properly kept it makes the oversight of an 
engagement impossible. In connection with this 
system I strongly recommend the habitual prac- 
tice of reviewing on the preceding evening the 
cards for the following day and preparing by 
thought and calculation for the ensuing inter- 
views. 

[The above was extracted from the book, 
“Practical Pointers,” by Forbes Lindsay, 
published by The Spectator Company. It 
is an excellent manual for industrial insur- 
ance agents. ] 
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A Very Unusual Opportunity 
in Minnesota 


We are launching a comprehensive 
program of expansion which will fur- 
nish places for a few good men who are 
ambitious and capable of doing bigger 
things. 


This advertisement is addressed to 
the man who has been successful as a 
personal writer of life insurance—To 
the man who is looking for an oppor- 
tunity—an opportunity to build a gen- 
eral agency of his own. 


You can secure a place with us if you 
have a clean record, good social stand- 
ing, financial responsibility, and de- 
termination and ability to build and 
develop. Weare going to stand square- 
ly behind you with Home Office co- 
operation and financial assistance that 
really mean something. Your contract 
will be direct with the Home Office and 
will include: 





A liberal first-year commission. 
A renewal commission. 

A collection fee. 

An office allowance. 


A business development fund, and a 
general financing plan that will make 
you an asset to your community. 


We wish to hear especially from men 
who are interested in locating in Min- 
nesota—other desirable territory for 
men who measure up. 


Address, in confidence:— 


‘‘Minnesota’’ care THE SPECTATOR. 








Rockford Life 
Insurance Company 


WANTS MORE 
SALESMEN 


Home Office: Rockford Trust Building 





Good Openings for Representatives in 
Illinois, Minnesota, Iowa, Ohio, Indiana and Michigan 


Apply Francis L. Brown, Vice Pres.-Secretary 























Just the Book you have been Waiting for 


BUILDING CONSTRUCTION 


As applied to 


FIRE INSURANCE 


and 


INSPECTING FOR FIRE 


INSURANCE PURPOSES 
By DOMINGE and LINCOLN 


authors of 
Fire Insurance Inspection and Underwriting 


A clear, concise textbook in understandable lan- 
guage, giving the fire insurance essentials of 


FRAME OR COMBUSTIBLE CONSTRUCTION 
BRICK OR ORDINARY CONSTRUCTION 

MILL OR SLOW BURNING CONSTRUCTION 
FIREPROOF OR FIRE RESISTIVE CONSTRUCTION 
PLAN REVIEWING TO OBTAIN LOWEST RATES 
UNDERWRITING INSPECTION PROCEDURE 


PRICES: 
Uri PAPER COVER io. 56 bsceisc ies cds scesace $1.00 
Im cloth: binding... ..ccccc ccc cccecccac $1.50 
Liberal discounts in wholesale quantities. 


THE SPECTATOR COMPANY 
CHICAGO NEW YORK 
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The Trend of Mortality 
(Continued from page 3) 
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The exclusion of death losses of $3,700,800 
from the 1906-1915 group, covering all the 
deaths during 1918, 1919 and 1920 from in- 
fluenza, pneumonia and military or naval causes 
resulted in a reduction of the rate from 79.5 
to 68 per cent. This ratio is doubtless con- 
siderably less than the result would have been 
if the pandemic and the war had not oc- 
curred. It is certain that the ratio for this 
group would have been higher than the exper- 
ience during 1924, and possibly as high as 72 
per cent. 

The variations in selection at different times, 
whether resulting from company policy or effi- 
ciency, cannot be compensated. In the selec- 
tion of these particular groups there was lit- 
tle if any change in company policy during the 
period covered but there was without doubt 
considerable improvement in efficiency. Im- 
provement in the system of inspections may be 
mentioned. Also the group issued 1906-1915 
had the benefit of blood pressure reports be- 
ginning in a limited way in November, 1906, 
until at the end of 1912 some 90 per cent of 
the applications contained a blood pressure 
reading. 

However, interesting these results may be 
at any time and especially when American com- 
panies are giving so much attention to insur- 
ance without medical examination, it seems 
clear that the figures do little more than sug- 
gest that during the past forty years there has 
heen an improvement in general mortality rates 
which has supplemented the medical selection 
of life insurance risks. Of course the answer 
to the question, certainly the best answer and 

probably the only possible answer, is to be 
found in the work of our own Dr. J. W. 
Glover in constructing the United States Life 
Tables from the census returns. These tables 
show the following expectations: 


UNITED STATES LIFE TABLES 
Complete Expectation 
1901 


1910 1920 

1890 O.R.S. O.R.S. ©... S, 
Mass. White White White 
Age Males Males Males Males 
Peaenwe 51.57 55.54 56.88 58.62 
: eee 50.60 53.03 58.85 55.84 
Brae 46.82 48.85 49.56 51.02 
| ee 42.82 44.57 45.18 46.71 
Bo eaisinccs 839.30 40.71 41.13 42.69 
| 86.02 37.06 37.21 38.77 
RE 32.72 83.43 33.33 84.93 
en 29.38 29.87 29.61 81.12 
ae 26.03 26.33 25.99 27.82 
, ee 22.69 22.82 22.46 23.56 
Mes Scces 19.44 19.40 19.02 19.91 
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Diet o-crarctas 16.42 16.16 15.77 16.51 
Caicckies 13.56 13.17 12.85 13.38 
eee ey 10.80 10.48 10.25 10.56 
y | Sener eeae 8.42 8.11 7.95 8.17 
(tre 6.41 6.09 6.04 6.17 
Seas aceca 4.76 4.54 4.56 4.53 
Le 3.27 3.39 3.49 3.21 
92 2.19 2.54 2.70 2.10 


Considerable discussion ensued when it was 
found that the census of I910 showed a 
decrease in the expectation at the older ages 
where degenerative diseases make their ap- 
pearance. Life insurance results had not 
shown evidence of increase in such aliments. 
However, when the results of the 1920 census 
became available the fear that modern condi- 
tions of life were causing an increase in such 
diseases was quieted. The results of the 1920 
census are of course very satisfactory but it 
seems to me that we are unduly optimistic if 
we expect the next census returns to show a 
marked increase over 1920 because I believe 
the 1920 expectations were favorably influenced 
by the influenza epidemic. The census report 
says that the lack of an improvement in mor- 
tality rates in adult years was due to the in- 
fluenza epidemics of 1919 and 1920. Life in- 
surance experience indicates that the peak of 
the pandemic occurred in the last quarter of 
1918. The United States Life expectations 
were based on the deaths of 1919 and 1920. 
It is not unreasonable to expect that the lives 
which survived the worst of the influenza in 
1918 might show an increased expectation 
though of course not so great as if the disease 
had not been prevalent January to April, 1919, 
and during February and March, 1920. 

As I have said, the trend of mortality ap- 
pears to be quite as important as the trend of 
interest rates to the actuaries of life insur- 
ance companies. The attempt of Messrs. 
Elderton and Oakley in The Mortality of 
Annuitants, 1900-1920, to forecast the rates 
likely to prevail in future has a special impor- 
tance in the case of non-participating annuities 
but such studies are also of importance to life 
insurance. The vital statistics of Massachu- 
setts indicate an increase in the expectation at 
birth from 40 years in 1855 to 55 years in 
1920. Dr. Dublin has constructed an hypo- 
thetical table of limiting expectations which he 
believes to be reasonable, based on the United 
States Life Table of 1910, I am unable to see 
anything unreasonable in his assumptions. He 
increases the expectation at birth to 65 years. 
At age 20 his figure is 49.82 years, as compared 
with 45.903 by the American Men (ultimate) 
table, with 16.01 at age 60, as compared with 
14.29. I have already given a life insurance 
experience showing mortality about 70 per cent 
of the American Men Table. Modifying the 
American Men Table on that basis results in 
expectations that are in excess of those under 
Dublin’s Hypothetical Table: 


Age 70% A.M. (ult.) Dublin 
Ta tinaengeneaewadeces 50.53 49.82 
Dae bvatinieswandecates 41.90 41.06 
Gi eiéW ede ciekewnsewde 83.16 82.49 
Ges acwecdamawand- wane 24.74 24.08 
OEE Ce ee 17.22 16.01 
y 5 ER epee cal ieee 11.10 9.17 
Te ee eer 6.62 5.29 
Ci vecetatnstatceuneas 3.70 3.03 

pC APE Peer Tene 1.72 1.85 


Since the above was written C. D. Ruther- 
ford has contributed to the transactions of the 
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Actuarial Society “A Note on Mortality 
Variations” in which he offers the conclusion 
that the ultimate mortality to be expected at 
the present time does not exceed 75 per cent 
of the American Men (Ultimate) table. 

In a discourse of this character, where no 
attempt is being made to prove anything, more 
or less unlimited speculation may be pardon- 
able as to the possible origins of future im- 
provement in mortality. This is an age “of 
popular education in life conservation. If any- 
thing like the improvement reflected by our 
ficures is humanly possible we ought to be 
able to realize a considerable part of it within 
the next fifty years. Those who are interested 
in anti-tuberculosis campaigns are optimistic 
because the death rate from that disease has 
declined to about one-half the rate experienced 
in 1900. Surely this is a most impressive fact, 
but the apparent gain may not be real, and if 
real it may not be permanent. When the 
forces of nature are repressed at one point by 
human interference they have a tendency to 
boil over at another point. It is well, there- 
fore, that we do not think too highly, and ex- 
pect too much, of our powers of interference; 
neither would it be wise to retire from the 
field and do nothing at-all about these condi- 
tions on the ground that you cannot beat nature 
at her very ancient job of selection. If the 
anti-tuberculosis people wish to believe that 
they have worked a miracle, why object? If 
the proponents of the doctrine popularized by 
Mr. Wiggam in The Fruit of the Family Tree 
prefer to believe that nature brought about the 
change as a part cf her scheme of natural 
selection, why dispute it? As life insurance 
men we are more concerned with the proximate 
trend of mortality than in arguments as to 
whether racial freedom from tuberculosis will 
eventually come because the anti-tuberculosis 
society has killed all the germs, or because na- 
ture has killed all the people who are obnoxious 
to the germs. As actuaries we are strictly 
practical and we are in favor of any activity 
that can add a year or any fraction of a year 
to the expectation of life among sufferers from 
this disease. 

A certain eminent biologist with a talent for 
publicity, who finds no ground for believing 
that the decline in the tuberculosis death rate 
has been affected one way or the other by any 
social activity, has also told the public some- 
thing pleasant to hear about alcohol and 
longevity. Based on a study of 1259. males 
lives he concludes that moderate drinking is not 
associated with a shortened expectation as 
compared with total abstention. Indeed the 
moderate use of alcoholics is, it appears, rather 
beneficial if this data is accepted because the 
moderates show a year longer average total 
lifetime. Since I can see a number of things 
in life that seem to me more important than 
living a year or two more or less I am in- 
clined to agree that the question cannot be dis- 
posed of by considering only the undoubted 
evils of alcohol in excess as, alas, we continue 
to know them years after the country has gone 
dry by enactments made and duly printed in 
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American National Insurance Company 
OF GALVESTON, TEXAS 
W. L. Moody, Jr., President Shearn Moody, Vice-President W. J. Shaw, Secretary 





FINANCIAL STATEMENT, DECEMBER 31, 1924 








ASSETS LIABILITIES 
Real Metate Owned ....2.... 0. ccc ccc veces $1,087,812 .90 Net Reserve (American Experience Table) 3 and 
Mortgage Loans............. 0.0 cece cee eeee 6,890,667 .38 Sie 2 to (Cr Sea a eS rR NEE AEA Sie $16,388,279 .45 
Collateral Loans............. 00.0000 cc eeeeee 28,000 .00 Reserve for Death Losses in Process of Adjust- 
Loans on Company’s Policies................ 1,935,186 .95 ment or Adjusted and Unpaid.............. 191,769 .07 
Bonds and Stocks..................0-- 0000 7,553,434 .10 Reserve for Taxes and Depreciation. ......... 167,652 .47 
: : a a Mascellaneous Liabilities... . oc... 6c eda cbse d 199,680 .52 
Capt ta BARES... oiciciccc ccc cacacceccsweceucves 1,684,481 .43 Comite’ Rinth $1,000,000 00 
Certificates of Deposit 38,750 .00 apete a ceateaeae © ea Tat are ire 
pends ETT ELT ey eee Assigned Fund and Surplus...... 2,106,517 .56 
Interest Due and Accrued................... 380,532 .96 ae 
Deferred and Uncollected Premiums (Net)..... 453,620 .28 es 
Unearned Fire Insurance Premiums........... 1,413 .07 Surplus Security to Policyholders............. 3,106,517 .56 
ee $20,053,899 .07 Total Miabilities:... ......6cisiacedccoks $20,053,899 .07 
Gains Made During 1924 
Increase in Insurance in Force............................ $37,030,018.06 
Increase in Admitted Assets...........................4.. 2,983,310.58 
Increase in Surplus Security to Policyholders.............. 237,346.11 


INSURANCE IN FORCE DECEMBER 31, 1924 


ADMITTED ASSETS 


Rea Rod Sie keihin ys bor dye ea ale uae er ata $252,067,422.00 
Ordinary Life, Industrial Life and Accident Insurance to Meet the Requirements of Every Insurable Person. 
TOTAL PAID POLICYHOLDERS SINCE ORGANIZATION 


>» 2. © 2 8) 6S 0 68 6.6 C6 © 6.4 © 6.8 86 Se 0 2 Be 


Se ewe onad Uta caetce RP ae anne eee $20,053,899.07 


Operates in Twenty-two States, the Republic of Cuba and Territory of Hawaii 
GROSS INCOME AVERAGES, $754,650.00 PER MONTH 








Med eRWh Po ee bee ke eae $16,354,307.56 
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the statute books. In an article in The Amer- 
ican Mercury of February, 1924, Dr. Ray- 
mond Pearl said the man on the street “has 
heen told that the experience of life insurance 
companies has proved that the use of even the 
smallest amount definitely shortens life. The 
deductions of the actuary have a great reputa- 
tion for deadly precision among persons who 
know nothing about their basis. This reputa- 
tion is probably somewhat higher than the real 
merits of the case would warrant. Certainly 
in the matter of present interest what the in- 
surance companies actually know about the 
effect of alcohol upon mortality can by no 
possibility be held te justify the conclusions 
which the public have drawn.” 

What we require is the cold scientific truth 
about the effect of alcohol on longevity regard- 
less of the beliefs and emotions of any per- 
It is quite true that 
conclusions have been drawn from published 
life insurance experience and used as prohibi- 
tion propaganda that were not logical con- 
sequences of the facts. It may be true that 
some individuals who happened to be actuaries 
have found in the experience more support for 
their personal opinions than the available facts 
scientifically justified. Even actuaries are 
human. But it is not true that in the latest 
and most extensive published investigation uf 
insurance results from the angle of liquor 
habits, so far as they could be defined, there 
was one word to support Dr. Pearl’s unneces- 
sary remark about actuaries as a class. The 
experience referred to was published as a 
“Note on Mortality by Habits Representation.” 
The paper contained the following caution: 
“The outstanding consideration is the instability 
of this habit in consequence of which a classi- 
fication based on representations made at the 
time of application can tell us very little of 
the influence of a given alcohol consumption on 
lonvevity. The general reader must therefore 
be warned that nothing better than broad in- 
ferences concerning the effects of alcohol can 
be drawn from data based on original applica- 
tions where the subsequent histories have not 
been traced and periodical re-classifications 


made on some significant basis.” 


son or group of persons. 


Let me mention here the results of this in- 
vestigation of mortality under 28,392 policies 
issued 1885-1900 according to what the ap- 
plicants claimed their liquor habit to be in 
making application. The group covered 30,- 


069 deaths for $86,601,000 of insurance. The 
Lire ‘ - . ey. ” . 

total abstainer” showed a mortality of 84.3 
per cent; “moderate users,” 97.2 per cent; 
“reeniar beer drinkers,” 111.3 per cent, and 


“regular spirit drinkers,” 128.9 per cent, of the 
Medico-Actuarial Table of Mortality. A later 
count covering the issues 1901-1908 showed the 
following percentages of the American Men 
Table for the several groups in the same 
order; i.e., 69.6 per cent; 77.6 per cent; 91.2 
per cent, and 127.3 per cent. 

Why do applicants for life insurance who 
claim to be abstainers at the time of medical 
examination persistently show the most favor- 


able mortality? Of course we do not suppose 
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they all told the exact truth, We may also 
assume that many of them took to drink later 
on. But it seems as if one of two things 
must be said about this “abstainer” group; 
either there is some benefit to longevity in ab- 
stinence or else we must believe there was 
just enough, and no more, moderate tippling 
eoing on in the “abstainer” class to give the 
whole group the alleged benefits of moderate 
doses of alcohol while the other three groups, 
including the so-called “moderate users,” were 
in point of fact using alcohol to excess. This 
whole question of “moderate use” is still un- 
Mr. Emory McClintock said in 1Ggo5 
shown one atom 


answered. 
“statistics have never yet 
of information on that subject and it is doubt- 
ful if they ever' can. All that is possible is to 
argue about it. 

Professor Ross says that when the biologists 
found they could not agree about the transmis- 
sion of acquired characteristics without more 
facts they called a truce and got busy cutting 
off the tails of successive generations of mice. 
It may be that the present question is insoluble. 
Nevertheless, I believe that there is, in the ab- 
sence of proof to the contrary, a pretty sound 
basis for belief that the frequent creation of 
abnormal somatic conditions by the application 
of alcohol in “moderate” doses is probably not 
conducive to longevity. Such limited use of 
alcoholics may be psychologically helpful in 
meeting the “storm and stress” of life but that 
is an entirely different question. 

In one of his books William James quoted 
an eminent physiologist to the effect that if all 
rivers and springs ran alcohol instead of water, 
either all men would now hate it or our nerves 
would have been selected so as tc drink it with 
impunity. In spite of the extent to which the 
odor of alcohol was abroad in the land up to 
the Volstead era it is fairly evident that neither 
of these results came to pass. All men do not 
hate it and even the “wets” agree that in spite 
of a certain tolerance shown by peoples long 
habituated to alcohol, excessive indulgence in- 
creases mortality. Let us assume that the pres- 
ent generation of alcoholics dies out and the 
quantity of alcohol consumed is reduced to a 
minimum. Surely this will affect the trend 
of mortality until nature finds some new and 
equally effective way of killing off the unfit. 


Tt appears to be the general opinion among 
actuaries that during the next twenty-five years 
interest rates will tend downward. There is 
also a possibility, at least, that during the same 
period we may, in the case of lives selected 
that end in view, also realize some 
further decrease in mortality rates in con- 
sequence of improved living conditions, re- 
search and education. Whether or not con- 
servation of life activities will make 
permanent change in the curve of racial evolu- 
tion as it is read geologic ages hence; whether 
such activities tend to conserve and increase 
desirable human characterictics or to per- 
petuate the undesirable; these seem to me ques- 
tions for the biologist rather than the actuary 
who has a very definite relation to a group of 
living persons with whom contracts exist. 
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JOHN HANCOCK EVENTS 


E. J. Bingham Promoted to 
Superintendency 


LEADERS LINE UP AS IN APRIL 





Number of Promotions to Assistancies and 
Equal Number of Transfers 

F. J. Bingham, formerly assistant superin- 
tendent at St. Louis, has been promoted to suc- 
ceed Mr. O'Connor as superintendent at Grand 
Rapids. The new superintendent started with 
the company over fifteen years ago and quickly 
won his promotion to assistant. Superintendent 
Chester W. O’Connor, formerly at Grand Rap- 
ids, has been transferred to Kansas City, Mo. 

The “leaders” with one exception are the 
same at the close cf May business as were 
recorded last month. For a while it looked as 
though many changes might take place, but the 
leaders of last month increased their stride 
just when necessary. 

The only exception is the leading agent on 
eross increase. Max Rubin of Brooklyn was 
displaced by Laurent Cyr of the Salem agency. 
Mr. Cyr went into the first position the sec- 
ond week of the month. 

The line up is now as follows: Assistant 
superintendents, weekly premium __ increase, 
Harry Bernstonck, Brooklyn; gross ordinary 
issues, Michael Mitchell, New York; inter- 
mediate issues, John Q. Johnson, Brooklyn. 
Agents leading: weekly premium increase, 
Laurent Cyr, Salem; gross ordinary issues, 
William Philips, Boston: intermediate issues; 
Louis Repeta, New Bedford. 

Assistant at detached agencies: weekly pre- 
mium increase, Louis M. Slavin, Westfield 
(Springfield): ordinary and intermediate, Ed- 
ward Bickhardt of West New York (Hobo- 
ken). 

A recent list of employers whose employees 
have been insured under the group life insur- 
ance policies issued bv the John Hancock with- 
in the last few months includes: The Hawk- 
eye Oil Company, Waterloo, Potter 
Drug & Chemical Corporation, Malden, Mass. ; 
The Lincoln Savings Bank of Brooklyn, 
Brooklyn, N. Y.; Penn Metal Co., Cambridge, 
Mass.: First National Bank of Brooklyn, 

The following agents have been promoted 
to assistant superintendents in the districts of 
their service: David M. Joachim, New York; 
Joseph S. McKean, Philadelphia; William S. 
Jakway, Fort Wayne; Hiner Snider, Dayton; 
Homer O. Edwards, Dayton; John O. Keller, 
Buffalo: William M. London, Indianapolis: 
Andrew A. Bagusin, St. Louis; Edmund J. 
O'Callahan, Chicago; Anthony Scotsford, New 
York, and John R. Daggett, Cincinnati. 

The following agents have been promoted to 
assistant superintendents and transferred as in- 
dicated: Ray L. Hotham, Portland to San- 
ford: Rudolph Schell, Long Island City to 
Philadelphia. Lawrence G. Johnson, cashier 
at Des Moines, has decided to take up field 
work again and has been promoted to assistant 
superintendent. 


Towa; 
















METROPOLITAN ITEMS 


Many Changes in Middle West 
Territory 








TWO PROMOTIONS IN SOUTHWEST 





Gabriel Dunkelman Leads in Ordinary Net 
Gain—Industrial Led by Philip 
Hochstadt 


The Metropolitan Life Insurance Company 
has created two new districts during the past 
few weeks, both in the Middle West territory. 
Bowling Green, Ky., hitherto worked as a de- 
tached assistancy, is now to be known as a 
district. The manager is not yet appointed. 
The other new district was created in the city 
of Indianapolis, known as Meridian, and is in 
charge of Manager E. G. Fischer, who was 
transferred from Falls City, Louisville, Ky. 
Other changes in the same territory were as 
follows: W. W. Whalen, manager of Harri- 
son, Ind., was discontinued and his place filled 
by the transfer of H. C. Wygal from Paris, 
Ky. This left a vacancy in Paris and led to 
the promotion of W. P. Harrison, formerly 
assistant manager of the Bowling Green de- 
tached office, now a district. Several trans- 
fers were also made among the managers of 
Hopkinsville, Ky.; Shawnee, Louisville, Ky.; 
Lima, Ohio; North Toledo, Ohio; Fort Wayne, 
Ind. H. Greening, manager of North Toledo, 
Ohio, was discontinued and the vacancy filled 
by W. E. Whitmer from Fort Wayne, Ind., 
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he in turn being followed by R. W. Armstrong 
from Lima, Ohio. R. C. Ware left Hopkins- 
ville, Ky., to go to Shawnee, Louisville, Ky., to 
succeed B. E. Lemert, transferred to Lima, 
Ohio, and the vacancy at Hopkinsville was 
filled by the appointment of E. W. Ross. for- 
mrerly general assistant manager of the Middle 
West territory. In another section of the sarae 
territory the following men were moved: J. T. 
Tucker, manager of Ashland, Ky., was trans- 
ferred to Huntington, W. Va., to succeed 
Arthur Kelly, transferred to Hillside, Cincin- 
nati, Ohio, he succeeding T. Hansen, trans- 
ferred to Chillicothe, Ohio, to follow B. M. 
Tanner, transferred to Falls City, Indianapolis, 
Ind. This still leaves a vacancy at Ashland, 
Ky. 

Two promotions were made in the South- 
western territory. J. J. Holloway, assistant 
manager in Topeka, Kan., was appointed to be 
manager of Penway, Mo., succeeding J. S. 
Hogan, discontinued, and C. H. Longenecker, 
an assistant manager in Compton, Mo., was 
promoted to be manager of St. Joseph, Mo., 
to succeed Simon Neveleff. 

The ten leading districts in the country at 
large, including the Pacific Coast and Canada 
in average net gain ordinary business, per 
month, for the year to and including the week 
of May 18 were as follows: Oak Park. IIL. 
Gabriel Dunkelman, manager, Miami, Fla., S. 
W. Durrance, manager; Joliet, Ill., B. D. Mor- 
ton, manager; Ridgewood, N. Y.. David Rud- 
berg, manager; Scranton, Pa., Joseph Gross, 
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manager; Stuyvesaut Heights, N. Ne H.C 
Stieglitz, manager; Tampa, Fla, J. R, la 
Nasa, manager; Knickerbocker, N. Y,, Isidore 
Siegel, manager; Greenwich, N. Y,, A. H, 
Bruenn, manager; Philadelphia South, Pa, 
Hermann Rosenberger. : 

In paid-for ordinary business for the year 
to and including the week of May 18, in the 
country at large the following ten men led 
among agents and agents unattached: D, s 
Nectow, agent, South Boston, Mass.; W, J. 
Doherty, agent unattached, Oak Park, Ill; 
Isadore Spector, agent, New Haven, Conn,; 
J. F. Carroll, agent, Wakefield, Mass.; Juliys 
Schermer, agent, New Castle, Pa.; Joseph 
Moskowitz, agent, Mount Royal, Md.; W.G. 
Russell, agent unattached, Riverside, Calif.; 
Thomas Scully, agent, Schuylkill, Pa.; Louis 
J. Todtfeld, agent, Bridgeport, Conn.; J. W, 
Reilly, agent, Riverside, Calif. 

In the industrial department the ten leading 
districts in the country at large in average in- 
crease per week, per agent for the year to 
and including the week of June 1, were: Lake 
Shore, Can., Philip Hochstadt, manager; Mil- 
burn, N. Y., Philip Gilberg, manager; Mount 
Royal, Can.; L. S. Bruenn, manager; Port 
Morris, N. Y., Jacob Varon, manager; Stani- 
land, N. Y., M. E Thompson, manager; Papi- 
neau, Can., J. G. Gauthier, manager; Scran- 
ton, Pa., Joseph Gross, manager; Clinton, 
Mass., J. E. O’Connor, manager; Ottawa, Can., 
C.. J; “North, manager; Nyack, Ni Y, L7; 
Zettler, manager. 
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THE GLOBE MUTUAL LIFE 


INSURANCE COMPANY 
OF CHICAGO, ILLINOIS 








PROGRESS OF THE GLOBE 


RESULTS FOR 1924 OVER LAST FIVE YEARS 


GAIN IN INTEREST INCOME.......... 382 PER CENT 
a. 5 ae 319 PER CENT 
CG os 95 PER CENT 
GAIN IN INSURANCE IN FORCE....... 85 PER CENT 
AVERAGE GAIN OVER LAST FIVE 

I nt tants ce Teidtcen wis aru. co 9 minieee aa ete 220 PER CENT 


The above figures are the results of the highest grade oj 
service to policyholders and representatives. ‘The latest is 


CLAIMS PAID BY TELEGRAPH 


To which have been added 


CLAIMS ADJUSTED BY RADIO 


It is the last word in 


SERVICE 


T. F. BARRY, Pres., Gen. Mgr. and Founder. 











Life Underwriting as a Career—By Edward A. Woods, President Edward 
A. Woods Co., General Agents, Equitable Life Assur. Society; Ex-Presi- 
dent National Association of Life Underwriters. $2.35. wad 

aE oe —_ 

Analyzing Life Situations for Insurance Needs—By Griffin M. Love- 
lace, Director, Life Insurance Training Course, New York Uuiversity. 
Price, $2.40 Delivered. ; gies se Hedy, 

a er wee ssa aaa titel 

The Psychology of Selling Life Insurance—By Dr. E. K. Strong, Jr., 
School of Life Insurance Salesmanship, Carnegie Institute of Technology. 

_ Price, $4.25 Delivered. es, 

ewe 

Selling Life Insurance—By Dr. John A. Stevenson, Second Vice-President, 
Equitable Life Assurance Society; Formerly Director School of Life 
Insurance Salesmanship. Price, $3.75 Delivered. 


ba 

Meeting Objections—By Dr. John A. Stevenson. Price, $1.60 Delivered 

The House of Protection—By Griffin M. Lovelace. Price, $1.60 De- 
livered. 


Life Insurance Underwriting—A standard course embracing nine book- 
lets, comprising reading assignments for United Y. M. C. A. Schools. 
Price, $1.00. 

IN PREPARATION 


Principles of Life Insurance—By Griffin M. Lovelace. 


Inheritance Tax—By Franklin W. Ganse. 





SEND FOR 


CONSTRUCTIVE SALESMANSHIP 
By Dr. John A. Stevenson 

“Keen as the edge of a sharp knife. It goes straight to 
the heart of things and places before the salesman the very 
life principle of his business. One would like to quote freely 
from this most fascinating book, but the best way for the 
reader is to buy the book. He will read it as if it were a 
‘best seller’ as it may well become.’’—IJnsurance. 

PRICE $3.00 
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OWNERSHIP or STEWARDSHIP? 


The difference in meaning between these two words 
Is the difference between the policy and management 


Of The 


INTER-SOUTHERN 
LIFE INSURANCE COMPANY 


Louisville, Kentucky, 
And 
Banks, Financial and other Commercial Institutions. 


Ownership is of pagan origin 


Stewardship is of Hebrew and Christian origin. 


The 


INTER-SOUTHERN LIFE INSURANCE COMPANY 


LOUISVILLE, KENTUCKY 


Operates in Ten States 
W. VA. 


IND. OHIO PENN. 


Good Contracts for 


KY. ILLS. 











The 
INTER-SOUTHERN LIFE INSURANCE CO. 


ie The Principles 
Developed of 
Operated STEWARDSHIP 


For The 


Ever Increasing Family of 


INTER-SOUTHERN POLICY HOLDERS 


That accounts for the INTER-SOUTHERN 

Low Rate Compound Option 4% Coupon Policy Contracts 
And its 

Low Rate Multiple Option 314% Coupon Policy Contracts 
And its 

Low Rate Group and Employees Club Plan Contracts, 


TENN. 


Good Producers. 


ARK. GA. 
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” “Eliminate waste to 
assure abundance” 


—COOLIDGE 


rt. President Coolidge’s inaugural address, every 
life insurance man must have recognized in his 
appeal for economy and conservation, the very 
sentiments underlying the whole structure of Life 
Insurance. 

Life Insurance provides the best method for the 
carrying out of his plea for thrift. 

The Northwestern National Life is a strong 
mutual legal reserve company supplying a wide 
range of insurance service to meet every demand. 
Opportunities for direct agency contracts are open 
in Southern Indiana, Southern Illinois, Missouri, 
Kansas, Arkansas, Utah, Pennsylvania, Eastern 
Tennessee, Louisiana and Virginia. 


NORTHWESTERN NATIONAL 
LIFE INSURANCE COMPANY 





































The Casualty Insurance Executives 
Cut Premiums--Not Rates 


Two-thirds of United States Auto 
population is yet to be insured. 


Your agent and broker can get this business if you 
will co-operate with him by supplying each with a 
copy of 


“CUTTING THE COST OF AUTO 
INSURANCE IN HALP” 


By HERMAN A. BAYERN 
Specialist in Automobile Insurance 


It Tells the Whole Story, $1.00 


Possession of this book will enable them to sell some of the 
uninsured automobile owners, to successfully meet competition 
with mutual or cut-rate companies, and convince those who are 
insured to increase their limits of liability coverage. On back 
of each book is imprinted your advertisement. 


Floyd N. Dull, Resident Vice-President of 
the Commercial Casualty Company says: 


“T have read with a great deal of interest your book on Cutting 
the Cost of Auto Insurance in Half, and feel that you have 
contributed a great deal to the proper education of the public 
in the matter of safe and sound automobile insurance.” 


$1.00 per copy. 1000 copies—$490.00 
THE SPECTATOR COMPANY 


CHICAGO OFFICE Publishers 135 WILLIAM STREET 
Insurance Exchange NEW YORK 
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THE 


Boston Mutual Life Insurance 
Company 


77 Kilby Street “7%<,Combany of the — BOSTON, MASS. 


H. O. EDGERTON, President E. C. MANSFIELD, Sec’y & Treas. 
: ie ROBERT KING, Supt. of Agencies 
A corporation organized and operating under the Insurance laws of 
- Massachusetts. All desirable forms,of up-to-date contracts issued. 
CORRESPONDENCE SOLICITED 


Boston Mutual Contracts in their wording are perfectly simple and their 
benefits SIMPLY PERFECT. 


(jeneral, Accident 


Ne 











FIRE AND LIFE 


2, ASSURANCE CORPORATION, Ltd. 


FREDERICK RICHA2DSON, United States Manages: 


GENERAL BUILDING, 4TH & WALNUT STS. 
PHILADELPHIA 










on 


Thursday 





for IN DIANA 


GENERAL AGENTS and 
DISTRICT AGENTS 





APPLY 


COMMONWEALTH LIFE INSURANCE (0. 
LOUISVILLE, KY. 
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CEDAR RAPIDS 
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CONTRACT] 


FOR GOOD MEN 


CBRobbins, Pres. CB Svaboda,; Secy 





HOME OFFICE: CEDAR RAPIDS, IOWA 











YOUR CHANCE 


To become Supervisor in Connecticut for a 
young life insurance company; one of the 
kind where personality and hard work will 
receive a visible reward. 


Address P. L. care of THE SPECTATOR, Box 1117, 
New York City. 
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THE LONDON & LANCASHIRE 


INSURANCE COMPANY, Ltd. 
OF LONDON, ENGLAND .« 
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LONDON & 
LANCASHIRE } 









New York Department: 
57 and 59 William Street 


A. G. McILWAINE, Jr., Manager 


INSURANGE CO. 
LTD. 


mS 




















Full Home Office co-operation enables our agents to 
succeed. 
Desirable territory open to men of ability. 


ASSETS OVER SEVEN MILLIONS 
INSURANCE IN FORCE OVER FIFTY-FIVE MILLIONS 


The Capitol Life Insurance Company 
CLARENCE J. DALY, President. DENVER, COLORADO 
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—men who are sold on life insurance 

Protection— 

ec: vag cM open to Partnership- Tell it all in th 

case TH ell it all in the 

HEALTH ACCIDENT A 

THE OHIO STATE LIFE INSURANCE COMPANY first letter-Time 
Columbus, Ohio is Money. 

Standard Sub-Standard Super-Standard oe 

















PUBLICATIONS OF C. & E. LAYTON 
The undersigned are sole agents in the United States for the old estab- 
lished publishing house of Charles & Edwin Layton of London, England 
whose long list of publications on fire, life, marine and other branches of 
insurance embrace the most valuable and standard treatises on these sub- 


sae Senp Ten Cent Stamp For CATALOGUR. 


THE SPECTATOR COMPANY 
135 WILLIAM STREET, NEW YORK 











The Colonial Life Insurance Company of America 


Whole Life, Limited Payment 


D 
NEW & Endowment THROUGH 
ORDINARY — Values oe ITS OWN 
ttractive an ove eatures 
POLSCIES cia hee STAFF ONLY 


Which with especially favorable Industrial Contracts 
Give Agents unsurpassed money-making opportunities 
E. J. HEPPENHEIMER, President 
Geo. T. Smith, Vice-President Dunbar Johnston, Secretary 


Chas. F. Nettleship, 2nd Vice-President S. R. Drown, Asst. Sec’y 
and Asst. Treasurer. 


HOME OFFICE—JERSEY CITY, N. J. 











THE CHILD’S 20-PAY LIFE OPTIONAL ENDOWMENT 
POLICY OF THE 


GREAT REPUBLIC LIFE INSURANCE COMPANY 


Protects both the child and its parents and includes waiver of 
premium in event of permanent total disability of the father, 
who is the beneficiary. Agents are enthusiastic over its won- 
derful selling features. If you are interested, write for cop 
of ‘Making Dreams of Your Children’s Future Come True,” 
and our attractive proposition to agents. 
J. R. RAILEY, Manager, E. L. BLACK, State Manager, 
Southwestern Department, P. O. Box 299, 
401-2 Mercantile Bank Bldg. Newport, Arkansas 
Dallas, Texas. 


W. H. SAVAGE, Vice-President, Los Angeles, California. 
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Non Assessable Policies 
SUBSTANTIAL SAVING 





Keystone Indemnity 
Exchange 


Insuring all classes of Automobiles for 


FIRE, THEFT, COLLISION, PROPERTY 
DAMAGE and PERSONAL 
LIABILITY 





Keystone Indemnity 
Company 


Attorney-in-fact 





R. A. CHASE 
President 


Otis Building 
PHILADELPHIA, PA. 


Special Representatives desired in Pennsyleania and Maryland 
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‘THE LIFE INSURANCE BUSINESS” 


Under the above title, Minor Morton, vice president and agency manager of a well-known life insurance 
company, has written a booklet of which the purpose is to demonstrate the desirability of capable men 


adopting Life Insurance as an Avocation. 
STRONG ARGUMENTS ARE CONVINCINGLY PRESENTED 


Every life insurance company and general agency needs this booklet. PRICES: Single copy, 15 cents; 
100 copies, $6.00; 500 copies, $20.00; 1000 copies, $35.00; 5000 copies, $150.00; 10,000 copies, $250.00. 


THE SPECTATOR COMPANY 
Chicago Office 


Insurance Exchange New York 


135 William Street 








Central States Life 


Insurance Company 
St. Louis, Mo. 








General Agency Openings 


in 
FLORIDA — ILLINOIS 
TEXAS MINNESOTA 
UTAH SOUTH DAKOTA 





Assets $6,500,000 





Insurance in Force 
$65,000,000 











Pan-American Service Includes 


Educational Course 

Individual Sales Planning 

Aid in Organization and Business Building 

Unexcelled Policies—Life, Group, Accident and 
Health 


We have a few General Agency openings for men not 
presently attached. 


Address 


E. G. Simmons, Vice-President and General Manager 


Pan-American Life Insurance Co. 
NEW ORLEANS, U. S. A. 
Crawford H. Ellis, President 














MORE THAN 50% 


of the business written by some of our larger 
agencies is a direct result of the Fidelity lead 
service. Our agents interview interested pros- 
pects—people who have written the Head 
Office for information. 

Fidelity is a low-net-cost company operat- 
ing in 40 states. Full level net premium re- 
serve basis. Over quarter of a billion in- 
surance in force. Faithfully serving insurers 
since 1878. 


Fidelity Mutual Life 
INSURANCE COMPANY, PHILA. 
WALTER Le MAR TALBOT, President 


A Few Agency Openings for the Right ACen 
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A GROUP OF 


Life Insurance Leaflets 


The Spectator Company offers for sale to the life 
insurance community the following attractive and 
compelling leaflets. Each one is full of emphatic 
arguments on the benefits of life insurance and makes 
direct appeal to both men and women in all walks 
in life. These leaflets are sure producers of good 
business results. 

Prices at which the leaflets can be supplied: 


Robbing Yourself. 
Showing the Advantages of Saving vs. Wasting. 
Per 1,000, $20; per 500, $12; per 100, $3. 
Take Notice. 
Emphasizing the importance of paying premiums 
promptly. 
Per 1,000, $20; per 500, $12; per 100, $3. 
The Unexpected Always Happens. 
It is like reading news from the seat of war to read 
the list of victims of sudden death and accident. 
This leaflet can be used to advantage by agents 
of both life and accident insurance companies. 
Per 1,000, $20; per 500, $12; per 100, $3. 
Are You a Woman? 
If so what do you do with your money? 
Per 1,000, $20; per 500, $12; per 100, $3. 
Too Busy. 
An effective reply to the claim often made of 
being too busy to consider life insurance. 
Per 1,000, $20; per 500, $12; per 100, $4. 
Caution to Policyholders. 
A strong and lucid argument for keeping policies 
in force. 
Per 1,000, $20; per 500, $12; per 100, $3. 
Up Against It. 
Forcibly illustrating the misfortunes of many 
former well-to-do capitalists and business men. 
Per 1,000, $10; per 500, $7; per 100, $2. 
It Helps You Along. 
A strong appeal to the uninsured and the under 
insured. 
Per 1,000, $15; per 500, $10; per 100, $2.50. 
What Holds You? 
Sets forth the advantages of life insurance agency 
work as a career for young men. 
Per 1,000, $15; per 500, $10; per 100, $2.50. 
A Legacy For You. 


Unique life insurance leaflet in which Limited 

payment endowment and income insurance are 

presented in a novel way. Fine business getter, 
Per 1.000. $20; per 500, $12; per 100, $3. 


On leaflets selling at $20 per thousand, the inscrip- 
tion of company or general agent will be printed 
without extra charge. On leaflets selling at less than 
$20 per thousand $5 extra will be charged for inscrip- 
tion. Sample copies of any or all these leaflets will 
be sent on receipt of ten cents each. 

Mail 90 cents and sample copies of the whole 
series (10 leaflets) will be sent to you. 


THE SPECTATOR COMPANY 


CHICAGO OFFICE 135 WILLIAM STREET 
INSURANCE EXCHANGE NEW YORK 


THE LEADING FIRE COMPANY 
WORLD 


OF THE 





COMPANY 
LIMITED 








We have something to offer in the way 
of a general agency that is very attractive 
to find with an old, conservative life com- 
pany. It will pay anyone interested to in- 


vestigate. All communications confidential. 


Address Box 54, THE SPECTATOR, 
135 William Street, New York. 




















Wilmer L. Moore, President 


LOUISIANA — KENTUCKY — TEXAS — TENNESSEE 


WANTED GENERAL AGENTS. We are prepared to give 
attractive general agents’ contracts in the above States to 
men of experience, proven success, character and some financial 
worth, possessing executive ability and energized initiative. 


The Southern States Life Insurance Company 
Atlanta, Ga. 
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